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This Week: 


REPORT 

@ Telegraphic report of the first two days 
proceedings of the forty-third annual con- 
vention of the National Association of Life 
Underwriters now being held at San Fran- 
cisco. The executive committee meeting and 
the annual meeting of the Managers Section 
are features of the opening sessions. 


SUMMARY 
@ Highlights of the addresses delivered 
during the first three days of the convention. 
These features include the annual message 
of President Storer; talks by Frank M. See, 
Union Central Life; T. M. Riehle, Equitable 
Society; Dr. S$. S. Huebner, dean of the 
American College; Walter Gastil, Pacific 
Mutual Life; Will H. White, Jefferson Stand- 
ard Life; Horace Mecklem, New England 
Mutual Life, and Sterling W. Sill, New York 
Life. 


* * * 


* * * 
INTRODUCTORY 
@ The first of a series of pictures of en- 
trances to outstanding home office build- 
ings in the insurance field, together with an 
article describing the architectural features 
of the structures. This week's subject is the 
building of the New York Life Insurance 
Company. 

* * * 
REPEAT 
@ Walter Cluff says you can do tomorrow 
as well as your best of yesterday. The prog- 
ress and achievement currently registered 
means no more to the future than a measur- 
ing stick by which records will be broken. 
We grow as long as we are green. 

* * * 


Next Week: 
STICK-UP 


gq Every day's newspaper contains varied 
accounts of burglary and hold-ups. The 
amounts range from a few dollars to thou- 
sands. Sometimes the money is insured, 
sometimes not. An article by Ralph Reed 
Wolfe will treat on this important side-line 
for the benefit of fire and casualty agents. 


* * 
FOLLOW-UP 
@ The national convention of life agents 
continues through this week's publication 
date. A detailed account of the final ses- 
sions at San Francisco will be found in the 
news columns of the life insurance section. 








Doorways to Protection 


NSURANCE is universally hailed as the great protector and 
builder. The contributions indeed of insurance to the welfare and 
wealth of America are vast and varied. Her influence has reached 

in every direction and to every class. Respected in the business world 
she is acclaimed in our home life. As a pathway to thrift and as a 
guardian of the fortunes and the future of widows and orphans, her 
record is a familiar one. Insurance has rehabilitated great cities de- 
vastated by fire and has rebuilt millions of homes and factories that 
fire and other destructive forces have wrecked. The burden of mul- 
titudes ravaged by accident and sickness and old age, insurance has 
eased. 

__Ever a constructive force, she has extended her influence in oppo- 
sition to every corruptive interest. A potent participant in the great 
social and moral welfare movements, she has given material aid to 
the prolongation of life, to the eradication of disease, to the suppres- 
sion of crime and to the prevention of fire and accident. The nation 
is duly conscious of insurance as a benefactor of humanity. 

Somewhat overlooked and neglected by even her own men is yet 
another offspring of her constructive genius. Throughout her exist- 
ence, she has enriched the material splendor of America by the erec- 
tion of structures of beauty to domicile her activities. Hardly an 
American city is there whose citizens do not boast as among their 
proudest possessions the home office building of some insurance 
company. Models of architectural achievement, they blend the 
beauty and harmony of Greek and Roman Renaissance and Colonial 
construction with the demands of the modern utility. Outstanding 
examples of the highest types of modern ornamental construction 
these edifices have given impetus to the architectural growth of 
America. Artistically planned, admirably constructed, excellently 
appointed they are withal economically detailed. No better way 
could have been conceived to visualize and symbolize the perma- 
nency and stability of insurance protection. Their presence in a 
city adds to its fame and wealth. So does insurance bring to the 
individual wealth and security. 

THE SPECTATOR is proud of the contribution which insurance 
is making to the architecture of American institutions. It deems it a 
privilege to assist in the spread of information about the worthwhile 
part which its industry is playing in making America conscious of a 
great art. It proudly assigns its front cover to the portrayal of the 
entrances to insurance buildings which are truly national “Door- 
ways to Protection.” It hopes 
that it will enthuse and inspire 
agents to a greater regard for the Y Gg 
work of their chosen business, . @ A 
insurance. 
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The Convention Theme 


By Tueopore Martin RIEHLE 


General Agent 
Equitable Life Assurance Society of the 
United States, New York 
HE National Association of Life 
Underwriters, a league of offered, 
defense and mutual service, gath- 
ers once a year, in National Convention, 
to pay homage to the great American 
institution of life insurance—almost a 
savior of the nation—and to affirm a 
broad view of our occupation rather 
than a narrow one, constantly learning 
the lessons of cooperation. 

The theme of this convention 
“Life Insurance and Annuities—The 
Golden Gate to Financial Independence 

For You and Yours” 
Insurance and Annuities” is 
the secured property we 
than 





Is 


“Life 
the name of 
business is 


sell, but our greater 
the mere name implies. It has its eco- 
nomics, its beautiful philosophy and its 


saies technique. The proper and 
thoughtful appreciation of life insur- 
ance and annuities leads one to and 
through the “Golden Gate to Financial 
not only the buyer or 
his dependents—“For You and Yours” 

but you, the life underwriter, as well. 

An attempt in this will 
be made to address all who attend as 
well as all those who will read, both the 
older agent (who perhaps like the story 
of the may not even 


farming as well as he knows how) and 


Independence” ; 


conference 


farmer now be 
the novice, with simple, basic, funda- 
mental, elementary, cardinal ideas 

economic, philosophic and mechanic. At 
the same time to point the way to those 
idealistic heights that our business must 
eventually reach. Also to show that 
Life Insurance and Annuities—“Living 


“The 





Best Investment”— 


Insurance” 


“The Great Investment” — although 
property, is also an “idea” and even 
more than a “thing.” Again to inform 
competence, which desires to be in- 
formed, in a variety of ways. 

Let us give America the chance to 
buy ideas and not policies. The trouble 
is that life insurance and annuities are 
not what America thinks they are. The 
American public does not even yet know 
what they are and what they can do. 
The fault is ours. Let us have IDEAS 
for sale. 


The Program 


The purpose of this program, in part, 
is not only to add to our store of knowl- 
edge but to remind us, possibly, of 
things that we have forgotten, and to 


from Some of the Out- 


standing Addresses Delivered 


the First Three Days of 


the Meeting 








teach us freshly and anew how to use 
the things we know and to share with 
one another cumulative experiences. 

Life Insurance and Annuities guar- 
antee to do for men what they want 
done. Life Insurance alone is the only 
investment with tax and creditor ad- 
vantages. It bears repeating to say 
that all a man has is his family, his 
business, his reputation and himself. 

Our business is to furnish sums of 
money to set human beings on the road 
to freedom. Speaking of the buyer par- 
ticularly, when the crisis of old age is 
reached, he may well say he has the “one 
thing needful,” living on the fruits of 
the good years. Our philosophy leads 
to possessions so that we will have the 
discipline of possessions. 















- accepting the honor which 
you conferred upon me at 
Pittsburgh, I said, “I have no 
radical changes in mind to 
offer, but my sole purpose will 
be to carry on and to hand the 
Association over to my suc- 
cessor in as good a shape, at 
least, as it has been handed to 
me.” 

I have come to the end of my 
stewardship. The time has 
passed quickly, pleasantly. I 
say to you with just pride, but 
with sincere humility, that that 
pledge has been kept. We have 
carried on. And as I turn the 
gavel over to your chosen presi- 
dent for the coming year, and 





From the Annual Repopt 


give you a report of my stew- 
ardship, I can point to no de- 
parture from custom or any un- 
usual performance to lend spe- 
cial color to my administration. 

Because of the faithful devo- 
tion to the principles of the 
Association and the efficient 
management of my predeces- 
sors, it was given to me to as- 
sume the presidency of an or- 
ganization properly financed, 
well organized and with a 
united purpose. It was my task 
to try to add a little here and 
there to the progress already 
made. 

I acknowledge with grateful 
thanks the wholehearted, effi- 
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Brilliant Program Offered Life 
Agents of the Country by 
National Association in West 


Coast Rally 








“Prospectin g” 
By Frank M. SEE 


General Agent, Union Central Life 
Insurance Company, St. Louis 
PROSPECT for life insurance 

has been defined as anyone who 

can pass and can use life in- 
surance to complete his plans in life. 
Since you only want to sell at a profit, 
and since your time is your capital and 
you must not devote too much of it to 
the sale of any given unit of insurance, 
we must add a fourth qualification— 
one to whom you can sell without too 
great an investment of your time. 

If you were starting out to buy any 

article—a radio, an automobile, a bond 
or a cigar—and there were two places 
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you could get it, both equally available, 
one in charge of a man you know and 
have confidence in, and one in charge of 
a stranger, where would you go first? 
To your friend, of course. Just so, your 
best prospects for the sale of life in- 
surance are to be found among the 
people who know you and have confi- 
dence in you. 


Whom Do You Know? 


How many people do you know? That 
is the number of prospects you have 
already. Probably the best way to list 
them is to write down each interest 
you have in life, each activity in which 
you have ever engaged, and then put 
under each the various people you know 
because of that activity. 
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President Elbert Storer 


cient cooperation of my fellow 
officers. In addition to per- 
forming the work belonging to 
their respective offices and com- 
mittee assignments, they ac- 
cepted with a smile and per- 
formed with dispatch any and 
every additional task assigned 
tothem. They have contributed 
liberally of their time and 
money to promote the interests 
of your organization and when 
the records have been spread 
they will show that they have 
given a splendid account of 
their stewardship. 

In my travels and correspon- 
dence throughout the year, I 


was deeply impressed with the 
fine quality of leadership in cur 
various local units. In every 
association I contacted, I found 
successful underwriters pos- 
sessing executive leadership 
ability who are willing to place 
that ability at the service of 
both their local and National 
Association. How different that 
is from a few years ago! To 
my mind that is a most en- 
couraging sign. With the right 
kind of leadership the success 
of every association is assured 
and as the local associations 
succeed just in like proportion 
will the National succeed. 
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Where do you live? Whom do you 
know because you live there? Where 
have you lived in the past? Whom 
do you know because you did live there? 
Where have you worked? Whom do 
you know because you worked there? 
Where did you go to school? Whom do 
you know because you went to that 
school? What lodge do you belong to? 
Whom do you know because of that? 
What clubs do you belong to? What 
fellow members do you know? What 
church do you go to? Whom do you 
know because of that? With whom did 
you work in the community fund drive? 
Who else is interested in the same 
charities you help to support? What 
hobbies have you? Whom do you know 
because of those hobbies? Do you have 
children? With whom do you have con- 
tacts because of your children? Who 
are the parents of their playmates? Who 
is their teacher, their music teacher, 
their dancing teacher? Has your wife 


relatives or friends whom you have 
not listed? 
Reciprocity 
With whom do you trade? The man 


you buy things from is a logical pros- 
pect to buy things from you. Do you 
drive an automobile? Where did you buy 
it? Who sells you gasoline, tires, etc.? 
who is your doctor, your dentist, your 
laundryman, your plumber, your jew- 
eler, your butcher, your baker, your 
grocer, your druggist, your tailor, your 
florist, your banker, your barber, your 
broker, your landlord, your coal dealer, 
your oil dealer, your nurse, your milk- 
man, your ice man? Who sold you 
your typewriter, your radio, your piano, 
your golf sticks? Where do you buy 
cigars, candy, drinks, soft drinks, hard- 
ware, hats, shoes? Who is your pho- 


tographer, your realtor, your landlord? 
(Concluded on page 10) 


With the Editors 


Still They Disregard Signs 


WO years ago a_ syndicated 

cartoon, widely reprinted by in- 
surance publishers, depicted the 
business of life insurance proceed- 
ing miraculously right across the 
chasm of depression into which 
the rest of the business world had 
plunged. “They never pay much 
attention to signs,” was the cap- 
tion, and indeed, at that time, life 
insurance had not reflected the gen- 
eral downward trend. The inevita- 
ble reduction in volume of business 
written eventually made itself felt, 
however, though not so marked at 
any stage as in other industries. 
The producing agents were com- 
pelled to pay some attention to the 
sign which read “Closed, by Order 
of the Court.” 

To the credit of the agents, it 
must be noted, however, that they 
were in there trying and every inch 
of lost ground was stubbornly con- 
tested. An indication of that spirit 
of resistance is evidenced in the 
manner in which the fieldmen of 
the industry supported their local, 
state and national associations. 
They have stuck together, shoulder 
to shoulder, throughout the trying 
months of 1931 and 1932 when as- 
sociated effort in other lines was 
falling apart or showing discourag- 
ing loss of membership. The Na- 
tional Association even effected a 
new high in paid members and this 
week, in San Francisco, the an- 
nual convention is being attended 
by what may possibly develop into 
a record registration. Hail to the 
agency forces and congratulations 
on their forty-third anniversary of 
associated enterprise! 

The Economic Parley 

HE special conference called by 

President Hoover to meet at the 
White House next week for the 
purpose of organizing a concerted 
program of action along the whole 
economic front presents a striking 
assemblage of men the country 
over whose recognized ability and 
wide experience make them well 
fitted to take part in so important 
a gathering. As President Hoover 
has pointed out, the conference will 
deal with specific projects where 
definite accomplishments in busi- 
ness, agriculture and employment 
can be attained and will coordi- 
nate the mobilization of private 
and governmental instrumental- 
ities to that end. 


Editorial 


It is significant that a number of 
leading insurance executives are 
among those summoned by the 
President for this conference, 
among them being William A. 
Law, president of the Penn Mutual 
Life; Benjamin Rush, president of 
the Insurance Co. of North Amer- 
ica; H. K. Lindsley, president of 
the Farmers and Bankers Life Ins. 
Co., of Wichita, Kan., and Fred- 
eric R. Bigelow, president, St. 
Paul Fire & Marine Ins. Co. 
Among the questions to be consid- 
ered and definitely formulated, as 
announced by the President, are 
a canvass of the means, methods, 
agencies and powers available in 
the country for general advance- 
ment; wider expansion of credit 
facilities to business and industry 
where consumption of goods is as- 
sured; coordination and expansion 
of agricultural credit and the co- 
ordination of financial facilities. 





FACTS 
poe facts uncovered by Col- 


lier's Magazine and passed 
on to agents of the Yorkshire 
Group by Will Wrightem, field 


correspondent: 


America's mutual savings bank de- 
posits are $1,233,000,000 higher 
than they were at the peak of the 
boom three years ago. 

Savings depositors number 52,000,- 
000, nearly two per family. 

Our total stock of gold is $4,000,- 
000,000. No other country ever pos- 
sessed so much. Britain, for exam- 
ple, has only $588,000,000. 

Currency in circulation aggregates 
$5,464,000,000 or $700,000,000 more 
than in the boom. 

Last year $16,500,000,000 worth of 
new life insurance was written. 

No fewer than 25,800,000 automo- 
biles are owned by Americans—al- 
most one for every family. 

How many new domestic mechan- 
ical refrigerators have been bought, 
would you guess? A grand total of 
fully 3,750,000, at an estimated ex- 
penditure approaching $2,000,000,- 
000. 


America has more home owners 
than any other nation. 

A recent survey of 29 typical small 
towns revealed that 7! per cent of 
the inhabitants owned their homes, 
that 88 per cent had electric light, 
72 per cent had baths, 5! per cent 
had electric washers, 55 per cent had 
radios, 41 per cent had vacuum 
cleaners. 

America has always recovered from 
periods of depression and pressed 
forward to new heights of prosperity. 











$40,000 A Day 


ORTY-FIVE States of the Union 

are larger in area than Connecti- 
cut. Twenty-five exceed it in popu- 
lation. Its wealth was estimated 
to be approximately $6,186,000,000, 
or $3,890 per capita, in 1929, which 
is, or, perhaps better, was, a tidy 
bit of money. But even if there 
had been no shrinkage of wealth 
because of the depression Connecti- 
cut can ill afford to have the insur- 
ance companies domiciled within 
its borders and those licensed to 
do business there lose $40,000 every 
day in the year because of fires and 
accidents. That, of course, is only 
a part of the loss, for not all the 
property that burns is insured, nor 
does the insurance propose to pay 
the total value of what it covers. 
No more is the total monetary loss 
because of accidents shown simply 
by the reimbursements made by 
insurance companies. 

Col. Howard P. Dunham, insur- 
ance commissioner of Connecticut, 
says that during 1931 the insur- 
ance companies paid in Connecti- 
cut an average of $14,700 a day for 
automobile accidents; $13,000 for 
other accidents, and $12,000 for 
fires. In commenting upon this fact 
he remarks that the figures are at 
once a cause for congratulation 
and disappointment. Congratula- 
tion, he explained, over the fact 
that the people of Connecticut 
make such good use of the eco- 
nomic device known as insurance. 

It is not necessary to elaborate 
on why the figures are a cause for 
disappointment. Connecticut, un- 
fortunately, shares with every 
other state the disgrace of destroy- 
ing lives and property each year 
in a most shocking fashion. The 
public, says Col. Dunham, should 
be ever mindful of the fact that in 
the long run it pays for its collec- 
tive indifference toward careless- 
ness and for the results of the care- 
less acts of individuals, because, 
when fires or accidents increase, 
the rates for fire, accident and lia- 
bility insurance must go up. 

A thousand times, ten thousand 
times ten thousand times, has that 
been said and its repetition does 
not detract from its truth. Inflated 
prosperity, extravagance and waste 
seem to go hand in hand. Possibly, 
the present vital need for economy 
wherever possible will make an 
apparently indifferent public more 
inclined to heed such warnings. 
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¢ 
Time 
Weekly News Review 


Court order favoring reinsurance of 
the Security Life of America by the 
Central Life of Illinois, entered by 
Federal Judge Walter C. Lindley at 
Chicago. 


Membership in the 49 fraternal 
benefit societies licensed in Connecti- 
cut decreased from 4,203,079 to 
3,952,522 during 1931, according to 
the annual report of the insurance 
department. 


Allan D. Wallis, of the Equitable 
Life of lowa, appointed chairman of 
the board of the Philadelphia Asso- 
ciation of Life Underwriters. 


Franklin W. Fort, insurance execu- 
tive, named chairman of the Home 
Loan Bank Board by President Hoover. 


The Reinsurance Company Sala- 
mandra of Copenhagen, Denmark, 
announces its retirement from the 


United States. 





G. Porter Houston becomes actu- 
ary of the United States Fidelity & 
Guaranty Company, succeeding Dr. 
J. W. Cain, who is retiring as vice- 
president. ane 

Final court order approving sale 
of assets of the Inter-Southern Life 
to the new Kentucky Home Life, 
entered by Circuit Judge Church 
Ford at Frankfort, Ky. 





Frank W. Weed, manager, mort- 
gage loan department of the Provi- 


dent Mutual Life Insurance Com- 
pany, retires after fifty years of 
service. 


The Missouri Supreme Court denies 
petition for a rehearing of the Dug- 
gan receivership suit against the Mis- 


souri State Life, terminating the 
entire action. 

Charles A. Morlock of the New 
Amsterdam Casualty Company, re- 
signs to become production man- 
ager, metropolitan department of 


the Royal Indemnity Company. 





A survey by the Travelers Insur- 
ance Company indicates a decrease 
of about I! per cent in the number 
of automobile fatalities during 1931. 


C. T. Sears, manager, policy loan 
department of the Prudential Insur- 
ance Company at the home office, 
dies after a short illness. 


The Home Guardian Life of Lin- 
coin, Neb., reinsures the Missouri 
Valley Life of Lincoln. E. C. Bigger, 
president of the Missouri Valley, to 
become office manager of the merged 
companies. 

John Hallam, prominent business 
man of Toronto, Can., elected presi- 
Gent of the Empire Life of that city. 
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“So—you’re the new compensation 
rates, eh?” 








SOUNDINGS 


By ROBERT WADE SHEEHAN 


HE topic of the day among business 
men everwhere, of course, is the sub- 
stantial rally in the stock market that 
was still under way at this writing. In at- 
tempting an interpretation of the current 
market, one man’s guess is as good as an- 


























| other’s, and what is set down here is merely 


a pot-pourri of what your reporter, contact- 
ing a cross section of the insurance world, 
hears mostly in an informal way. 

The chief thing everybody wants to know 
is what relation the market’s activity bears 
to actual business conditions. Most ob- 
servers frankly admit that the standard 
signs of true economic recovery have yet to 
be posted. There is good news emanating 
from quarters other than Wall Street (a 
summary of it was printed in this space a 
few weeks ago) but not of such a quality or 
quantity as to justify the sharp advances 
that stock prices have undergone during the 
past four weeks. 

It is logical, therefore, to assume, as many 


have done, that if the market has not been 


rising under the impetus of improved busi- 
ness, business improvement may, if not 
brought about, at least be forecast, by the 
rising market. In other words these people 
think that the stock market has been dis- 
counting favorable events bound to happen 
in the very near future. Their guess is that 
Wall Street, noting the low inventories and 
inadequate equipment that characterize so 
many industries, has stepped in a moment 
ahead of a substantial buying wave on the 
part of both important manufacturers and 
distributors. 


Tide 


Current Economic 


Trends 


President Hoover calls conference 
of national leaders of business and 
industry for August 26, to organize 
for the stimulation of recovery and 
the expansion of employment. 


London 


interprets Hoover's ac- 
ceptance speech as pointing toward 
better financial relations between 


the United States and its chief cus- 
tomers. 


Composite average of 70 industrial 
stocks on the New York. Stock Ex- 
change, according to the New York 
Herald Tribune, closed Monday at 
111.86 and closed Saturday, August 
8, at 110.37. 


Composite average of 30 rails 
closed Monday at 24.33 and closed 
Saturday at 23.57. 


Composite average of 30 bonds 
on the New York Stock Exchange 
closed Monday at 76.72 and closed 
Saturday at 79.42. 


Average commodity prices, ac- 
cording to Professor Irving Fisher's 
index, advanced 0.8 per cent last 
week to 61.9 per cent of the average 
1926 level. English commodity prices 
as shown by Crump's index advanced 
from 60.2 to 61.3 during the week. 


Raw material in the steel industry 
improves during the week with pro- 
duction of the finished product hold- 
ing operating rate between 14 and 


Bullish crop reports and the radi- 
cal upturn in sales of textiles send 
cotton futures up for a gain of $5.85 
to $6.25 a bale during the week. 

Chicago wheat prices rose to 56!/, 
cents, an increase of 10 cents over 
the season's lows and closed the 
week at 513% cents as public buying 
drops and speculators realize. 

Bond averages in the period since 
the recovery on July I, rose from 
the low of 69.15 to 80.12, an appre- 
ciation of about 16 per cent, showing 
the first decline on Saturday of 
about 0.17 per cent. 

Activity in the New England tex- 
tile industry continues to increase 
with orders assuring several month's 
operations. 


Price levels remain firm in the San 
Francisco area, with greater building 
activity and increase in lumber sales 
during the week. 

The Department of Commerce re- 
ports the total physical volume of 
exports from this country was 22 per 
cent less during the second quarter 
of 1932 than in the similar period of 
last year, while imports were 16 per 
cent smaller. - 

Faith in upturn widespread in the 
Middle West. Wholesale and retail 
merchants report better buying and 
crops in general are excellent. 








(Concluded from page 7) 

Who charges your automobile battery? 
Who does your dry cleaning? Who runs 
the restaurant where you eat lunch? 
With whom does your wife trade? If 
you deal with people fairly and friendly, 
when you look through your cancelled 
check stubs you will find a list of people 
whom you will be able to interest in 
life insurance. 

The problem of getting more pros- 
pects is pretty largely a problem of 
getting to know more people and get- 
ting them to know, and have confidence, 
in you. 

As we get paid in proportion to the 
amount of insurance we sell, rather 
than the number of sales we make, it 
is perfectly proper that we should first 
pick out those people who can buy siz- 
able amounts. That there is as much 
profit in one sale of $50,000 as there is 
in fifty sales of $1,000 each is so ob- 
vious that we often forget it. 





"My boy, learn to talk to the big 
man. His ‘no’ isn't any bigger than 
the little man's ‘no,’ but when he says 
‘yes,’ oh! what a difference.—Charles 
Hinkley. 











It certainly pays to choose as your 
prospects people with purchasing power, 
the more the better. Hence, the first 
qualification—Can he pay? 

Second—Can he pass? We, of course, 
do not finally decide that question, but 
we can at least eliminate from our pros- 
pect list those who are extremely heavy, 
extremely thin, or those whose health we 
know to be poor and those whose occu- 
pations, common sense, or our com- 
pany’s manual, tells us to be unusually 
hazardous. There is no profit in the 
finest piece of salesmanship if you can- 
not secure a policy. 


Does he need life insurance? When- 


ever one life, or a business or an in- 
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Mrs. Mildred Poindexter Miller 
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stitution, is financially dependent on 
another, there is a need for life in- 
surance. 


The Economics of 


Annuities 
By Dr. S. S. HUEBNER 


Dean of the American College of 
Life Underwriters 

HE mission of insurance is to pro- 

tect and create estates, whereas 

that of annuities is to protect and 
liquidate estates. Both insurance and 
annuities protect through their absolute 
solvency and sound investment manage- 
ment, but insurance has creation of es- 
tates as its fundamental purpose, 
whereas annuities are designed essen- 
tially to liquidate that which has been 
created on the basis of absolute cer- 
tainty and regularity. 

Assuming the accumulation of an in- 
vestment fund through insurance or 
non-insurance methods by the time the 
retirement age of 60 or 65 is reached, 















































Summary of Outstanding Addresses 


two important emergencies still remain 
for consideration, namely (1) the possi- 
ble loss of principal in whole or in part 
before the end of life is reached, a very 
common occurrence, and (2) the possi- 
ble inadequacy of the accumulated prin- 
cipal to yield a sufficient income on the 
investment plan, a situation prevailing 
in the great majority of instances. Both 
of these contingencies constitute old age 
emergencies, and old age is clearly not 
the time for financial emergencies. 

A principal sum invested in an an- 
nuity spells absolute certainty of prin- 
cipal, so long as life lasts, as well as 
absolute freedom from all investment 
managerial care, a factor of prime im- 
portance to aged people. At the retire- 
ment age, the annuity also assures an 
absolutely regular income much larger 
than is obtainable under the ordinary 
investment plan. Under annuities 
there is returned each year a portion of 





Market for Annuities 


America is rapidly becoming an- 
nuity-minded. During the past dec- 
ade premiums paid for annuities have 
increased relatively more than six times 
as fast as premiums paid for life in- 
surance. Annuities are about the only 
important branch of the insurance 
business which has gained during the 
hectic years of 1930 and 1931. Re- 
tirement pensions are also being con- 
sidered everywhere in industry, by 
educational institutions, governmental 
bodies, and the like—Dr. S. S. 
Huebner. 














the principal itself, plus a guaranteed 
income on the balance of the principal 
not yet returned. 

This is done on the basis of a mor- 
tality table, so that the enlarged in- 
come will be sure to continue until the 
very end of life. Thus at age 65 the 
annual return on an immediate annuity 
(the agreement being that the princi- 
pal shall be considered liquidated at the 
time of death) is more than twice that 
obtainable from, conservative invest- 
ment. And this double income may be 
enjoyed without investment care and 
without fear. Without the annuity 
service the average person may never 
know whether current expenditures are 
excessive or too small. With the an- 
nuity service, the rate of expenditure is 
defined exactly and is just correct. Cer- 
tainty is created out of uncertainty, 
and peace of mind supplants a state 
of fear. The fruit of life’s toil may 
thus be consumed and enjoyed without 
apprehension of outliving one’s income. 
Just as insurance protects financially 
against the danger of not living long 
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enough, so annuities protect financially 
against the danger of living too long, i.e. 
of outliving one’s income. 

Should it be desired, however, not to 
have the accumulated fund completely 
liquidated immediately upon death, be- 
cause of the possibility of an unusually 
early death, the insurance company 
has agreed to continue the annuity pay- 
ments to the end of life. Even under 
such an annuity the annual income at 
advanced ages (like 60 or 65) is consid- 
erably larger than that obtainable 
under the ordinary investment plan, 
at the same time assuring the annui- 
tant absolute certainty and regularity 
of income as well as absolute freedom 
from investment managerial care. 


“Business Insurance” 
By Wa ter G. GastTIL 


Sales Manager 
Pacific Mutual Life Insurance 
Company, Los Angeles 
AN must always have dollars 
of income as long as life lasts. 
Today, he secures them from 
personal earnings; tomorrow, when per- 
sonal earnings are destroyed, he must 
have a new source of dollars. At best, 
man’s earning years are limited to but 
a short span which again is terminated 
by disability, loss of business (depres- 
sion), premature death or old age. 

To meet this problem, man must ac- 
cumulate his surplus during good years 
to see his dependents and/or himself 
through the entire span of life. Since 
the beginning of time, man has been 
seeking to answer that problem. 

Man’s efforts to produce dollars of 
income for both today’s and tomorrow’s 
living take two different channels: 

First, those who exchange only time 
for dollars, the salaried and profes- 
sional groups who spend part of the 
pay check for today’s living and then 
invest their surplus in someone else’s 
business to do the job of supplying dol- 
lars of income for tomorrow. 

Second, those who exchange time for 
dollars of profit (income) and invest 
their surplus in their own business. 
Both these groups of men work and in- 
vest their funds for the same purpose— 
to provide income both for present and 
future requirements. That is the law 
of survival. 

Surely we can agree, then, that, 
whether this individual be receiving sal- 
ary or fees as one of the salaried or 
professional groups or whether he be 
receiving profits from a business, the 
basic, fundamental problem of success- 
ful living is identical. They must have 
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dollars of income always. There can 
be no debate but that men do die, be- 
come disabled, meet business reverses 
and grow old—that these events termi- 
nate income. Therefore, we must agree 
that if man is to live successfully, he 
must invest his surplus dollars in a 
type of property which will mature at 
any one of the terminals of life—dis- 
ability, death or old age. These are the 
hazards. 

As the salaried or professional group 
can select life insurance as a type of 
property that provides maturities 
geared to the terminals of income, so 
also may the business group add to 
their fixed investment those services of 
life insurance which will convert busi- 
ness property into income-producing 
property whenever the business man’s 
present source of income is destroyed 
by either—disability, depression, 
death or old age or whenever he has 
need for a new source of income. If 
we agree that the need of man is in- 
come—whether in business or on a sal- 
ary—let’s see how a man in business can 


throw up a bulwark about his business 
investment to make it do the job that 
man’s investments must do alone when 
the individual is removed. 

It is just a theory that the man 
never lived who could not be replaced. 
Often corporations spend lots of money 
finding and getting the right man to 
fill the job. Sometimes they know where 
he is, but can’t get him! He may want 
a cash bonus—yet he is just an experi- 
ment. Will stockholders dig up the 
bonus for an experiment? Then let’s 
insure the outgoing executive to pro- 
vide the bonus needed to induce the 
right man to take the job, giving up 
another good job where he is giving 
satisfactory service. 


“Women in Life 


Insurance” 
By Mrs. Mildred Poindexter Miller 


Agent 
Penn Mutual Life Insurance Co. 
Kansas City, Mo. 

HE last few years have revealed 

the fallacy of the old methods of 

insurance prospecting. Now new 
conditions call for new procedures. To- 
day we are concerned in locating the 
most profitable fields and then planning 
our work for the greatest results. To- 
day we must be engineers: we must 
think, we must plan, and then skillfully 
and consistently build our individual 
work. It is no longer enough to produce 
a spasmodic volume of a few large poli- 
cies. Today it is the underwriter who 
knows where he is going, and why, who 
is really successful. 

What are the most desirable fields 
in life insurance? In answering that, 
I want to discuss the woman’s field 
as it relates both to prospects and to 
woman agents. 

Without any hesitancy, I want to say 
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that the work among women cannot be 
successfully accomplished by 


equipped with men’s sales talks or by 


women 


men. A woman must do a woman's 
work—not a man’s work—in the life 
insurance field. She must not ape men 
nor their methods, but must work as a 
woman, adapting her methods to suit 
her own talents and the particular 
needs of her prospects. 

Life insurance work among women is 
a special field demanding special study, 
and each woman prospect must have an 
individual program of savings to meet 
I fee] that men work- 
ing among women is as much a misfit 


her special needs. 


as for women agents to approach men 
in the manner of a man agent. I do 
not say that women should not solicit 
men; but I do say most emphatically 
that a woman agent in approaching men 
must always remember that she is a 
woman, that her approach must be 
from the woman’s angle, and that her 
stress must be laid upon her knowledge 
of what his widow and his children 
will need. 

I feel that as women agents we are 
standing at the brink of the greatest 
opportunity in life insurance that 
women have ever known and that if the 
same time and consideration were given 
by companies to promote and educate 
heir women agents as is needed to 
bring the greatest results from the 
woman’s field, the companies would be 
amazed at the volume of permanent 
business’ produced. 

The number of women underwriters 
in the United States is very small com- 
pared with the tremendous field await- 
ing their development. I hope the time 
is not far off when every company will 
have a woman at the head of its women 
agents nationally, compiling surveys 
and educational courses and studying 
the needs of all self-supporting women. 
And I hope that when that is accom- 
plished the material will be given to the 
general agents who in their agencies 
will have women at the head of their 
women’s departments, training and edu- 
cating their women representatives. I 
fee] that the woman’s work is a two- 
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fold work; she must know life insur- 
ance as a man knows it, and because 
her field is certainly among women, she 
must know women’s psychology too. To- 
day there is no paucity of opportunity. 
But there is paucity of vision, initi- 
ative and courage to capitalize them. 





Word Pictures 


Word pictures, skillfully told, almost 
break down sales resistance but not 
quite. One thing more is necessary. 
Let me put it this way. When you have 
painted your picture and it is all fin- 
ished then ask the man to buy it. We 
have many good demonstrators in the 
life insurance business but few sales- 
men. There is a difference between 
demonstrating and selling. — Horace 
Mecklem. 











“High Standards in 
Field Work” 


By Streruinc W. Siti 
Agent, New York Life Insurance Co., 
Layton, Utah 
HE city from which I come, and 
of which I am very proud, has a 
population of 597 people, including 
men, women and children. Sometimes, 
as a matter of pride, we include three 
of our prize livestock to make an even 
600. But just that you may know that 
we solve our insurance problems up 
there in the sticks in much the same 
way as they are solved in other locali- 
ties, I would say that three of the 597 
own over $100,000 of life insurance. 
One of the old Utah pioneers is living 
there who was one of the first in the 
state to buy an insurance policy when 
life insurance was first written in Utah 
50 years ago last April. My experience 
in the insurance business only goes back 
five years, but during that period I have 
written in this one family of seven chil- 
dren and some grandchildren 43 policies 
for $251,000. During the three depres- 
sion years a very large percentage of 
the people have either bought new or 
increased their present insurance. Most 
of my business comes from this small 
town with its outlying farms. Since 
entering insurance work there has never 
been a week in which this territory 
hasn’t produced for me some business, 
and for the past 43 consecutive months 
I have written 10 or more applications 
for not less than $20,000. I have writ- 
ten the mayor, all of the city council, 
the clerk, the treasurer, the fire chief, 
every member of the fire department, 
and the city marshal. I have an alpha- 
betical list of my policyholders which 
looks like property of the bureau of 
vital statistics. 
Someone at the Pittsburgh Conven- 
tion said that when he was a child 
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and went to a party, one of the popular 
amusements was hunting for birds’ 
eggs. He said that he could find more 
than any of the other children. Some- 
one asked him why that was and he 
said it was because he looked in more 
bushes. My policy has been to mark off 
the ground I could take care of and 
then look regularly in all the bushes. 

I think we should try not only to 
improve the quality of our work, but 
to see to it that 100 per cent of the 
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people of this nation have the benefit 
of the protection we can give. One of 
the most prominent citizens of Utah 
confessed to me, after he had signed 
on the dotted line, that he had not been 
approached by an insurance man in 15 
years. Three times during that period 
he had gone to the counter and bought 
insurance. I am convinced that there 
are many more. Especially now that 
many of us are so definitely sold on the 
idea of the hard times and we are leav- 
ing many exposed to chance who would 
want and appreciate our service. The 
way we sometimes feel about the de- 
pression is similar to the story of the 
young Spartan who complained to his 
mother that there was no use of his 
going to the battle because his sword 
was too short. His mother’s answer 
fits perfectly with our business and the 
hard times. She said, “Add a step to 
it, my son.” 
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“Conservation and 


Renewal of Business” 
By Wut H. Wuire 


Manager 
Jefierson Standard Life Insurance Co., 
Sanford, N. C. 
EVER before in the history of 
life insurance has closer atten- 
tion been given to methods and 
means whereby business shall be con- 
served. Upon the problem of salvaging 
insurance the best minds of the country 
are concentrating. There is no com- 
pany so large that it does not recognize 
the peril of this slow death of insti- 
tutional progress. There is no greater 
adverse force at work today, within 
companies, than that which tears from 
the records insurance policies that 
should remain in force for the good of 
the owner, the good of the agent, the 
good of the company, and yes, carrying 
the thought a step farther, for the good 
of the state and nation. 
There is the danger signal—the warn- 
ing—the call for conservation! 


r 
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Service to policyholders is the very 
life of the conservation of business and 
if we hope to get very far in this busi- 
ness our service must be complete. If 
we expect to climb the tree of success 
in our business, without falling, as 
Thackeray says, we must be ready and 
willing to “grasp its branches—not the 
blossoms.” We get pretty much what 
we go after—if we go after it hard 
enough and persistently enough. When- 
ever I fail to attain certain goals I 
find that the reason can be traced to a 
desire to take hold of the blossoms in- 
stead of grasping the branches. 

The conservation of business begins 
with good prospecting, continues with 
the sale and the proper placing of the 
policy. Since good prospecting is the 
foundation of conservation, prospects 
should be selected carefully from the 
better class of people, and on the basis 
of their physical, financial, and moral 
status. Insurance sold under high pres- 
sure to people who are careless in their 
financial dealings and have an irregu- 
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Our Opportunity 


Now is the time of our greatest 
opportunity—to point to the record 
that has been made and the good that 
has been accomplished by American 
life insurance companies. Our com- 
petitors, who in 1929 sold our clients 
gold bricks and oil wells, are no longer 
with us. We are the only group of 
security salesmen who do not have to 
apologize for what we did in the years 
of prosperity.—Sterling W. Sill. 











lar or small income will show a very 
high lapse rate, even if the writing 
agent is successful in securing the first 
premium. Business selected carefully 
on men with regular incomes, of good 
financial and moral standing, will show 
a better renewal ratio. 

The fitting of policies to your clients’ 
needs is the first real service. A com- 
plete explanation of the clauses in the 
contract, given when the policy is de- 
livered, is something that should never 
be overlooked. Practically everything 
else we buy is bought to cover a specific 
purpose and life insurance is better ap- 
preciated, more nearly serves its pur- 
pose in the plan of life, and has greater 
renewal possibilities, if placed to cover 
a definite need. 

When we forget commissions and put 
the real needs of our clients first in 
our presentation of plans and life pro- 
grams, then we are on the right road 
to best serve our clients, our company 
and ourselves. 

We should be very careful when clos- 
ing a case to make sure that the policy 
will be so dated, or prorated, that the 
due date for renewal premiums will best 





A Call to Action! 


Mere effort of the imagination is not 
sufficient. “Power ceases in the instant 
of repose." Croaking pessimists we 
are not. Slowed up? Maybe. Stopped? 
Never! 

Let us ever turn our eyes to the sun- 
rise—and the glorious future. 

“It is the dawn, not the dusk!" 

—T. M. Riehle. 
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fit in with the financial plan or budget 
of the insured. 

The proper writing of the policy and 
the placing of it marks only the begin- 
ning of our service. 


It is very essential 
that we do not lose interest in our 
policyholders but that we keep in touch 
with them as far as We 
should never permit a policy to lapse 
without seeing its owner, and it would 
be far better if we get in touch with 
him before the days of grace expire 
and, if necessary, go over the contract 
in detail with him to see whether or 
not he really understands it and ap- 
preciates its value. By keeping in touch 
with my policyholders I learn of any 
trouble that is being experienced in 
arranging payment of premiums. By 
helping them at the opportune time, the 
policy is saved and previous premium 
deposits protected. Business that is 
worth writing is worth conserving, and 
business that is conserved makes 
friends for the writing agent and the 
company he represents. 


possible. 


“Breaking Down Sales 


Resistance” 


By Horace MECKLEM 


General Agent 
New England Mutual Life 
Insurance Company 
Portland, Ore. 

OLD canvassing is the hardest 
kind of work, and had I depended 
entirely upon it to write life in- 

surance I fear I would never have got- 
ten any particular volume. Much cold 
canvassing must be done, however, in 
the early development of a life insur- 
ance business, especially when one is a 
stranger in a strange land. 

An agent who is mindful of his op- 
portunities will find as he goes along 
that there is less and less need for cold 
canvassing. In my own case, I have 
some 500 individual policyholders who 
carry over 1600 policies—an average of 
better than three per man. It is rarely 
that I have time to solicit outside of 
this particular group and I do not find 
it necessary to do so in order to write 
a reasonable volume of new insurance 
each year. 

I write from three-quarters of a mil- 
lion to a million of insurance and have 
done so for a good many years. Since 
1929 I have written more insurance 
than in any similar period of time pre- 
viously. The depression has not affected 
my production. 

Let us assume that my volume is a 
little above the average and, if above 
the average, that I must put into my 
work something which many men do 
not. The material I have to work on is 
the same material as other agents in 
Portland have to work on. I cannot 
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dictate to any person where he shall 
buy insurance. The field is wide open 
to everyone. Many of my policyholders 
have taken insurance in other compa- 
nies, and have time and again made me 
realize I had no strangle hold on them. 

I think I know the answer and it 
is a subject I have never discussed pub- 
licly before and one I am reluctant to 
discuss now. In doing so my desire 
is to be helpful rather than to give 
the impression of being egotistical. 

Most of the business men in Portland 
I know by their first names, not be- 
cause I am a life insurance agent but 
because I have contacted them on out- 
side things in which they were inter- 
ested and where I have been able to be 
helpful. The bank president’s attitude 
toward me is quite different if I sit 
with him on the board of the Boy Scouts 
than if I am just another life insurance 
agent. 

I have done this sort of thing for 
years, in a small way to start with, 
until now, outside activities take a good 
half of my time, and I do not begrudge 
the time I give them. It makes a differ- 
ence when you call on a man to sell him 
life insurance if he knows you either 
personally or by reputation. Off-hand, 
I would say that his sales-resistance is 
lessened more than half. Under those 
circumstances you are greeted with a 
smile rather than the eyes of a dead 
catfish. 

My advice to the man who goes into 
the insurance business as a life work 
is to get his nose into some of the 
things which make his community a 
happy place to live in, with the assur- 
ance that he will get out of such work 
much more than he puts into it. Per- 
sonally, I have never felt because I have 
worked with a man on some sort of a 
board that that precluded me from try- 
ing to sell him insurance at an oppor- 
tune time. 


“The Growing Need of 
Life Insurance in Estate 


Administration” 
By L. H. Rosesperry 


Vice-President, Security-First National 
Bank of Los Angeles 
S viewed from over thirty years’ 
experience of the Trust De- 
partment of the Security-First 
National Bank of Los Angeles, cover- 
ing thousands of estates of deceased 
persons, we can fairly say that both 
men and women of means either over- 
estimate the liquidity of their assets or 
fail to adequately provide for it. In pe- 
riods of prosperity, it is particularly 
desirable to avoid permitting our clients 
to be misled as to the liquid position of 
their estates, for we must always re- 
member that while some estates may at 








the time they are surveyed have suffi- family corporation. Such assets enjoy 
cient liquidity to meet the cash require- 
ments at death, yet it is unwise to ex- owner, although they may represent 
pect this condition to remain constant, 
for we have all learned that the char- producing a bountiful income. Such in- 
acter and amount of estate assets may 
change materially before death. In ad- tions present to the founder’s executor 
dition to this, the changing nature and 
value of one’s estate may automatically lems of liquidation and distribution. 
render obsolete a carefully planned will 
or trust, even to the possible complete 
disinheritance of one’s closest depend- 
ents. tion of which consisted of companies 

It is my observation that many large which he personally had created. 
estates are built upon the individual in- 
itiative of a man and are in the form of the stocks in these concerns has 
of a successful private business or a shrunk more than one-half. 


little or no market at the death of their 
large intrinsic value and be capable of 
dividual enterprises or close corpora- 
or trustee particularly perplexing prob- 
recall a prominent oil man who died in 


1930 leaving an estate then valued at 
about ten million dollars, the major por- 


the present time, the estimated value 





What You Did Measures 
What You Can Do 


By 
WALTER CLUFF* 





“@PLENDID! And what did he do the next 

day?” That is an expression attributed 
to Napoleon when he was told of a particu- 
larly fine piece of work performed by one of 
his aides. The “Little Corporal” undoubtedly 
recognized that the test of any man is his 
ability to repeat. 

Lots of fellows, by a little stroke of luck, 
cop off a big prize, do some outstanding 
piece of work, and then spend the remainder 
of their lives crowing about it. We are all 
inclined to rest on our laurels, if any. 

















Can you come back? Some men can. The 
big man always does, for an outstanding bit of work is only an indi- 
cation to him of what he can do. Lindbergh still flies on. 

This day by day idea has more to it than the mere spoken words 
of Coue’s formula. Your best today is not your best tomorrow, but 
because you did your best today you are capable of better things 
tomorrow. The converse is likewise true. Do poorly today and 
you'll do worse tomorrow. 

How many times have you, the first of the month, written a good 
policy, earned a fair-sized commission, and then slumped off for the 
remainder of the thirty days? “I have written my $5,000 this 
month,” said an agent who seemed to have more time on his hands 
than he knew what to do with. This attitude is wrong. It does you 
an injustice, weakens you, and disqualifies you for the comeback. 

If you make a good sale today, you will make another tomorrow 
if you stifle the inclination to take it easy. Be strong on the come- 
back. Your best every day, and you are getting better every day. 

Growth, development, progress are natural, but they thrive only 
in the right environment, under the proper conditions, surrounded 
by the proper mental attitude. Shakespeare had it right when he 
said: “From hour to hour we ripe and ripe and then from hour to 
hour we rot and rot,” only if a passive, easy, non-combative attitude 
is assumed. But positive effort today means more capability tomor- 
row; the deteriorating process never sets in; you’re on the upgrade. 
If your best is all in the day’s work, you are strong on the comeback. 
~ *Author of “Life Underwriting Efficiency’ and “The Spirit of Life Under- 
writ.ng. 
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EN or fifteen years ago sightseers 

visiting New York were invari- 

ably led by their guides to the 
northeast corner of Madison Square, 
there to gaze rapturously at Stanford 
White’s crowning architectural glory, 
Madison Square Garden, with its tall, 
graceful tower on which was poised 
the beautifully modeled figure of 
Diana, goddess of the chase. 

Today this spot is still a Mecca for 
those who would look upon a supreme 
achievement in American architecture, 
but instead of brownstone turrets emerg- 
ing above the trees of Madison Square, 
one sees graceful grey walls of lime- 
stone rising through a series of set- 
backs and terraces and when the eye 
the nethermost peak of the 
edifice it meets not with the outlines 
of the slim Diana but, at a point much 
higher than what was once her lonely 
perch, it catches the reflection of the 
sun playing on a spire of shimmering 
gold. 


seeks 


Replaced Famous Structure 


For this famous old landmark is 
now the site of the New York Life 
Insurance Company’s home office build- 
ing, a modern cathedral of business, 
and one of whose portals is pictured 
on the cover of this issue of THE 
SPECTATOR. The city of New York 
will ever be grateful for the fortunate 
fact that when the inevitable end came 
for one of its most beautiful struc- 
tures, the New York Life Insurance 
Company effected the replacement with 
a building which if anything tran- 
scends its predecessor in splendor and 
artistic merit. 

It seems to an observer that Cass 
Gilbert, the architect who designed the 
building, must entertain a genuine ap- 
preciation of the great business of life 
insurance and a _ knowledge of the 
character of the New York Life, for 
the building is unquestionably expres- 
sive of the ideals and accomplishments 
of these institutions. In its grace and 
height and soaring spires the struc- 
ture has all the idealism of a Gothic 
cathedral and embodies the truly re- 
ligious purpose that lies at the heart of 
life insurance, while the dignity and 
simplicity of its decorations along with 
its extreme practicality as an efficient 
business office mark it as a fitting 
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Home Office 


Buildings 
of 
Distinction 
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The 
New York Life 
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home for a great financial institution 
which has done so much to build and 
bulwark this modern civilization which 
is ours. 

The New York Life building was 
constructed with great forethought and 
minute attention to practical detail. 
The building’s exposure to light and 
air, for example, is unusual for a 
structure of this size. By using as a 
base an entire city block and by means 
of set-backs at the fifth, fourteenth, 
and twenty-sixth stories, the architect 
was able to provide more than the 
usual amount of light and air for prac- 
tically the entire thirty-four stories. 
In addition, the building is so pro- 
tected by this design that no matter 


to what height surrounding property 
may go, the New York Life will never 
find itself hemmed in or overshadowed. 
Durability and permanence char- 
acterize the choice of materials used 
in constructing the building. For the 
facing of the building 440,000 cubic 
feet of Indiana limestone was ordered, 
more than twice the amount used in 
any other building in America; the 
usual asphalt and felt of the roof and 
terraces was overlaid with cement and 
covered with tiling; and the copper 
trimmings were again coated with lead. 
This same care as to detail 
extended to every part of the building. 
Each of the 2180 exterior window 
frames of the building is made of solid 
bronze; brass piping was used through- 
out the water system, and the plumb- 
ing equipment, which is not of the 
usual commercial type, was manufac- 
tured especially for this building. 


was 


A Noiseless Skyscraper 


The New York Life Insurance Com- 
pany’s home office is a place where the 
day’s business is delightfully and con- 
veniently conducted. Thirty-eight ele- 
vators, each equipped with an auto- 
matic control and self-leveling device, 
carry visitors and employees to their 
destinations rapidly and_noiselessly. 
Mail and _ inter-office communications 
are whizzed throughout the building 
by means of an elaborate pneumatic 
tube system. The clatter and drone 
that one encounters in the average 
office is missing here due to the sound- 
absorbing felt that covers more than 
600,000 square feet of office ceiling. 
Splendid luncheons are served in the 
building by the company’s own dining 
rooms, and employees are _ provided 
every facility in the way of recreation, 
medical attention, etc. 

In the various sub-basements are 
great vaults, magnificently equipped 
files and the machinery that supplies 
the heat and cold and runs 
velous tube system. 

An inspiring edifice, this great build- 
ing, that the policyholders of the New 
York Life Insurance Company own. It 
is a marvelous workshop, an impres- 
sive temple of a great and beneficent 
industry, and an outstanding contribu- 
tion to the architectural treasures of 
America. 


the mar- 








Bs Lane fami 
lite msurance cire 


| been reunited, 


ly, 
le 


its 


ind now the two brothers, Frank L. 
\Mlervin L.. together with their 
fathe rT. Lous Lane, are associated 
ler the one agency with the Con- 
Mutual Lite The first, or 
in the life 1n- 
in the metropolitan 
listrict. was instituted 27 vears ago 
by Louis Lane. who was associated 
th the Equitable Society and who 
rency for that 
company He resigned that connec- 
two vears ago to operate an 
encv for the Home Life of New 
the new partnership, the 
Mervin L. Lane Agency will here- 
ter be operated under the name of 
ne Agency Frank L. Lane 
hack to personal production, 


ort ”) 


t ~ 


as he feels that his recent effort 

zation work have compelled 

nim clientele. 

recently 

‘r quarters at 212 Fifth 
» 3 


the set-up as it 1s now 


’ 


hould help the 


omen 


the America! 


larence L. Ayres, 
‘rican Life, De- 


Life Insurance 


tion and will report back at another 
meeting Aug. 30. Mr. Ayres has 
for some time been serving on Gov- 
ernor Wilbur M. Brucker’s advisory 
finance committee, which was also 
designed to recommend to the ad- 
ministration means of reducing the 
state budget and correspondingly 


‘ : 
iowering taxes. 


( cnpball C. King, 


eeneral agent for the Great Southern 
Life Insurance Company at Little 
Rock, Ark., has been nominated for 
commander of M. M. Eberts Post 
No. 1, American Legion. The elec- 


tion will take place September 6. 


The Bardwell Agency 
of The Lincoln National Life Insur- 
ance Company has arranged for a 

> display of Lincoln material 
the last two weeks of August 
in the lobby of the Union Trust 
Company, Cleveland, Ohio. Rare 
prints from the Lincoln Historical 
Museum used at the time of the 
presidential campaigns in 1860 and 
1864 


Coming as it does before the opening 


are prominently displayed. 


of the 1932 campaign, the display has 
a particular significance, for it shows 
the highlights of Abraham Lincoln's 
two major political battles. 


* * 7 


Bie part played 
in the conquest of 
d battle of 
Mian \vainst Microbe, will be the 
theme of the first health educational 


ncroscope 
i 


lise: se, one phase of the 


sound motion picture, contract for 
which has been signed by the Metro- 
politan Lite Insurance Company for 
production within the next few 

onths. This film will depict the dis- 
covery of microbes through means 
e€ microscope and how It 18 help- 
ombat them. It will suppl 
‘nt the four silent films the insur 


mpanvy airead has produced 


OLKS AND CO3Kx% 
ACTS 


IN LIFE INSURANCE 


B Fear € thong 


OMEONE, I think it was George 
S Creel, recently wrote a lengthy and 
somewhat detailed character study of 
Jimmy Walker, mayor of the city of 
New York, which was published in 
Collier’s. This article, at first glance, 
seemed planned for the sole purpose of 
listing and elaborating upon every fault 
and failing that could be laid to a man. 
But as the account progressed, and 
without an iota of obvious propaganda, 
things that you could put your finger 
on and say: “This man is trying to 
sell Walker to the readers of Collier's,” 
the faults seemed to be small ones and 
the man’s charm—that charm that we 
know only through newspapers—grew 
with every damning paragraph. 
Whether this was due to the genius of 
the author, the fact that one’s reading 
is colored by preconceived likes and dis- 
likes or whether Mayor Walker just 
naturally has a genuine personality that 
flames right through every bit of news 
print that it comes in contact with, I 
couldn’t decide. 


* ~ * 


= telling of the Mayor’s infinite ca- 
pacity to absorb information without 
shifting gears, the author sketched a 
picture of two secretaries chasing him 
through the corridors, imparting over 
the Mayor’s shoulder, facts about the 
life and habits of the visiting celebrity 
he is destined to greet and eulogize ten 
seconds hence. Now I can well believe 
that such things do happen, because I 
once had occasion to listen to an im- 
promptu address delivered by the in- 
imitable James J. when he must have 
outdistanced his secretaries. Anyway 
he got himself mixed up a bit. 


* tod * 


HIS was when he addressed the New 

York life underwriters at their an- 
nual banquet. He maintained the tradi- 
tions of his office by appearing forty-five 
minutes late and by keeping the crowd in 
an uproar with a very witty talk, obvi- 
ously extemporaneous in character. The 
mixup occurred when he went into 2 
serious vein and praised somebody for 
having stamped out the ten-cents-2- 
week policy evil. A policy was for the 
moment a policy to him, but it took 
the rest of us some time to realize be 
was attacking the “numbers” racket 
rather than the Metropolitan Life o 
the Prudential. I am afraid that mam 
life agents went home a bit puzzilet 
and at a loss to understand why thet 
had not heard of the death of the dime 
a-week policy. 
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Life Office Managers 
Meeting Next Month 


Association to Hold the 
Ninth Annual Confer- 
ence in Philadelphia 


The ninth annual confer- 
ence of the Life Office Man- 
agement Association, of 
which L. C. Ashton, Provi- 
dent Mutual Life, presi- 
dent, will be held at the Ben- 
jamin Franklin Hotel in 
Philadelphia on Sept. 26, 27 
and 28. The first session, 
starting at 9:30 a. m., Mon- 
day, will be featured by the 
president’s address on gen- 
eral business conditions, an 
address by Dr. Harlow S. 
Person and the committee re- 
port and discussion of “The 
Conservation of Business 
Carrying Policy Loans.” M. 
Clark Terrill, second vice- 
president, Phoenix Mutual 
Life, chairman 
committee. Other members 
who will participate in the 
open discussion are Harry S. 
Arnold, Massachusetts Mu- 
tual Life; Henry Bossert, 
Provident Mutual Life; Les- 
lie Martin, Connecticut Mu- 
tual Life; F. W. White, Can- 
ada Life, and H. N. Hamil- 
Union Central Life. 
The annual banquet will be 
held Monday night. 

The following program 
will govern the sessions on 
and after Monday afternoon: 

Address: “Phases of Cur- 
tis Office Operation.” Walter 
D. Fuller, vice-president and 


is 


is 


tan 
LOT) 


secretary, The Curtis Pub- 
lishing Company. 

Committee Report: “Re- 
cent Developments in Office 


Machinery and Equipment.” 
R. A. Taylor, assistant chief 
accountant, Sun Life; W. H. 
Emerson, assistant secretary, 
Union Central; George A. 
Parks, assistant secretary, 
Bankers Life; Ira S. Parker, 
assistant secretary and audi- 
tor, Great Northern Life; 
Logan J. Massee, Massachu- 
setts Mutual. 

Committee Report: “An- 
alysis of Operating Costs.” 
W. D. Holt, assistant secre- 
tary, Provident Mutual; 
Ralph R. Coombs, assistant 

(Concluded on page 22) 
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Continued Gains 


A net gain of 48 per 
cent in new paid-for 
business over the corre- 
sponding month of 1931 
was reported for the 
month of July by the 
Guarantee Mutual Life, 
Omaha. This company 
enjoyed approximately 
the same corresponding 
increase for the month 
of June, 1932. 











Travelers Man Finishes 
Thirty Years of Service 


Louis N. Denniston Pioneer 
In Agency Training 
Methods 


Louis N. Denniston was 
congratulated by business as- 
| sociates recently upon com- 
pletion of 30 years’ associa- 
tion with The Travelers. Al- 
though for the past four 
years he has been conducting 
an insurance agency in West 
Hartford, Mr. Denniston is 
best known among insurance 
men for having been head of 
the training school for more 
than 25 years. 

Mr. Denniston became an 
employee of The Travelers 
home office in Hartford on 
Aug. 15, 1902, his first posi- 
tion being that of home 
office special agent. The fol- 
lowing year he was chosen to 
assist in the organization of 
| a school for training men for 
field supervisory work. At 
the time, only two corpora- 
tions, one an adding machine 
company and the other a 
cash register firm, conducted 
schools for training their 
representatives. The Trav- 
elers’ school was the first in 
the insurance business and 
was followed by many cor- 
porations in other lines of 
business. Mr. Denniston de- 
veloped courses in life, acci- 
dent and casualty insurance, 
tutored hundreds of young 
men sent into the field, and 
supervised home study 
courses among thousands of 
| Travelers representatives, 


.~ 


INDUSTRIA 


Executive Committee Opens 
Life Underwriters Meeting 


First Day of Forty-third Annual Convention De- 
voted to Reports of Officers and Committee- 
men; Chicago Next Convention City 


SAN FRANCISCO, Aug. 


15—The annual conven- 


tion of the National Association of Life Under- 
writers opened today with an all-day session of the 
executive committee, presided over by Chairman 


George E. Lackey. 


discussed the association’s 
financial position, showing it 
to be excellent. The member- 
ship, the Life Association 
News, Local Leadership, The 
Day, Life Insurance Exhibit, 
the Department of the Amer- 
ican Family, and the Ameri- 
can College of Life Under- 
writers were other points 
touched upon. In respect to 
the latter he said that 638 
candidates presented them- 
selves for examination in 50 
centers. 

Secretary Lester O. Schriv- 
er’s report showed that he 
had traveled thirteen thou- 
sand miles to address 36 as- 
sociation meetings. The 
membership has reached a 
new high total of 19,758, with 
236 associations enrolled. 

Treasurer R. L. Jones’ re- 
port, read by § Assistant 
Treasurer Arthur S. Holman, 
showed that income exceeded 
expenditures by $1,760, and 
that the association had as- 
sets of $73,728.50 with sur- 
plus of $39,524.93. 

Roger B. Hull, managing 
director, in his 
facts concerning the cooper- 


| ation given by company exec- 


utives and by the field forces, 
and outlined some of the 
problems that had been solved 
during the year. ‘ 

The Membership Commit- 
tee made its report of the 
work of the year, illustrating 
it with two maps and two 
charts, and showing the gains 
and losses graphically. 

The Publications Commit- 


tee report showed a profit of | 


report gave 


President Elbert Storer offered 


his annual report in which he® 





The 1933 Meeting 


The board of trustees of 
the National Association of 
Life Underwriters, meeting 
on Monday night at the 
Fairmount Hotel, San Fran- 
cisco, approved the selec- 
tion of Chicago as the 1933 
convention city and set the 
dates as the last Tuesday, 
Wednesday and Thursday in 
September. 











$14,000 on the Life Associa- 
tion News and a of 
$4,000 on books and other 
publications, the latter due 
largely to the writing off of 
obsolete books and forms. 

The Educational Commit- 
tee, Law and Legislation, co- 
operation with trust officers, 
institutional advertising, in- 
ternational council and or- 
ganization structure also re- 
ported. The latter recom- 
mended that the structural 
form prepared be referred 
back to the membership for 
study, and that no definite ac- 
tion be taken until the next 
convention. 

Mrs. W. S. Pritchard, di- 
rector of the Department of 
the American Family, made 
her report, which discussed 
the Essay Contests that have 
been conducted in Oklahoma, 
Kansas, Texas, and Missis- 
sippi this year, and said that 
plans have been made for con- 
tests in Tennessee, Alabama, 
Kentucky, Georgia and Ne- 
braska next year. She told 
of having spoken before 

(Concluded on page 25) 
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Engelsman Gives 
Hints on Training 





Explains Mass Recruiting 
and Training Plan at 
San Francisco 
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raining classes so far and 1 new general agency which 
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A Statement 


By JULIUS H. BARNES 


Chairman of the Board of Directors 


MISSOURI STATE LIFE 
INSURANCE COMPANY 
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Kentucky Home Life 
Beginning Operations 


Final Signatures Affixed 
to Contracts With 
Inter-Southern 


ISVILLE, Ky., Aug. 13 
new Kentucky Home Life 
irance Company, Loui 

is rapidly getting in 

to start business Pol 
forms are in the printer’ 
financial 
to be 


is, along with a 
ifficial statement 
xiled to policyholder dur 
the telling 
latter of the new officials, 


coming week 


ncial setup and other de 
signatures to the 
nsfer of Inter-Seuth 
management from receiv 
to the new company were 
en August 12, when Mene 
fee Wirgman and Leo P. Mil 
er, president and secretary, 
respectively, of the Fidelity 
& Columbia Trust Co., co 
receivers, signed the contract. 

[It was stated that the capi- 
tal and surplus, including 
$500,000 in cash and $500,- 
00 in securities, would arrive 

Louisville today. 

Virtually the last bar to 
the new company starting op- 
was removed on 
Lugust 10, when Judges 

stzman, Thomas and Clay 
f the Appellate Court refus- 

Henry M. Johnson, chair- 
nan of the Policyholders Pro- 
tective Committee, a writ of 
»rohibition, which would have 
erved as a restraining order 
r injunction in prevention of 

npletion of the contract on 

2 part of Judge H. Church 

i, of the Franklin County 

iit Court. 

hnson argued against 

pletion of the contract, 
1d Ben S. Washer, attorney 

r the company, upheld its 

ntract. The court did not 
2ass on the merits of the case, 

lenied on the ground that 
hnson had the usual pro- 
sedure of filing an appeal 
m the ruling of the lower 


erations 


unson announced that he 
i file such an appeal and 
i not ask for an injunc 
n that the new company 
ild be responsible for any 
ions in the meantime. 


New District Manager 

The Fidelity Mutual Life 
cance Company of Phila 

announced the 

W. Jerni 

for 

headquarters in 


A rk 


4phia has 
ppointment of R 
Zan as district 
hem with 
mesboro, 


manayel 
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Appointed Manager in Chi- 
cago for Fidelity Mutual 
Otto EF. Seiler, well-known 

manager of the life depart 

the bro 
kerage firm of Marsh and Me 

Lennan, 


ment of insurance 


has accepted ap 
for a 
Chicago agency of the Fidel 


Mutual, Aug. 


pointment as manager 


ity effective 
15 
Mr 


surance business in 


the in 
1919 and 
in a short time became man 
for the Phoenix Mutual 
Life in Minneapolis, where 
high reputation 
as a successful organizer and 
agents In 1929 
he came to Chieago as 
for the National 
Insurance Company, but 
shortly afterward took over 
the direction of the life de 
partment of Marsh and Me- 
Lennan. 


Seiler entered 


ager 


he earned a 


trainer of 
man 
Life 


ayer 





Tax Article Reprints 
Now Available 


Additional reprints of the 
the need for life 
insurance as related to the 
revenue act of 1932, written 
by Vincent L. Banker, second 
vice-president of the Chase 
National Bank, and printed in 
a recent issue of The Spec- 
tator, now avuilable to 
companies and general 
agents at $10 per 1000 cop- 
ies. Several thousend copies 
of this informative article 
were distributed immediately 
after publication by the pub- 
lishers and the Chase Bank 
and continued de.nand has 
necessitated the printing of 
an additional supply. 


article on 


ere 











The offices of Mr. Seiler’s 
agency will be at 1506 Otis 
Building, i0 S. La Salle 
Street. 
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Life and Casualty Agents 

Hold Agency Meeting 

JONESBORO, ARK., Aug. 15— 
An agents’ meeting of the 
Life and Casualty Company 
was held here last week. Six- 
teen agents and two superin- 
tendents and managers were 
present. Vice-president J. E. 
Acuff of Nashville and Dis- 
trict Manager L. A. Smith 
entertained with a noon 
luncheon. 


With Lincoln Nationa! 

Walter T. Shepard, vice- 
president, announces the ap- 
pointment of Mr. J. S. 
Braunig as general agent in 
St. Louis for The Lincoln 
National] Life Insurance 
Company. Mr. Braunig was 
formerly connected with 
General Motors before enter- 
ing the life insurance 
ness. 


busi- 





believe 


. at home.” 
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whose policy had lapsed. 


my eyes... 











A Story to Warm The 
Cockles of Your Heart 


A Vice-President recently read to a conference of New 
York Life Officers a letter from the widow of a policyholder 
She wrote: “J know he had let it 
lapse ...he could hardly get enough money to buy bread for 
us... ama widow with four children 
dollar, and no job.” ... 


There was a moment of gloomy silence. Then the Vice- 
President said, “Extended Insurance was in force. We shall 
pay $5,035.58.” There were exclamations and smiles of re- 
lief. The Chairman clapped his hands! 


After receiving her check, the widow wrote: “J could hardly 
a check for $5,035.58 . 
penniless widow can tell you what this check means to me... 
I hope to be able to educate each one of these children . 

Best of all, it has enabled me to keep my children together 


(The insured was notified that extended insurance 
would run to Dec. 8, 1933, but apparently had not 
told his wife. 


How fortunate for this family that the 
agent recommended a life policy and not 


term insurance. 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK, N. Y. 


.. No one but a 


.. 1 have not a 
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Reinsurance Offer 


Approved by Court 


Temporary 100 Per Cent 
Lien Against Policies 


of Security of U.S.A. 


Cuicaco, Aug. 16— Judge 
Walter C. Lindley, of Federal 
Court, has given his final ap- 
proval to the reinsurance con- 
tract under which the busi- 
ness of the Security Life In- 
surance Company of America 
goes to the Central Life In- 
surance Company. In the 
meantime nothing more has 
been heard of the threatened 
intervening petition. 

Because of the depreciated 
condition of the Security’s 
assets, a temporary 100 per 
cent lien has been declared 
against its reserves pending 
liquidation of its holdings. 
This liquidation is to be su- 
pervised by the Federal 
Court and the proceeds, after 
payment of the expenses of 
the receivership, will be ap- 
plied against the lien. 

The net effect of the rein- 
surance is to make the Cen- 
tral custodian of the business 
because all of the profits and 
savings will be applied to- 
ward the lien until it is 
finally removed. 

The Security has approx- 
imately $55,000,000 of insur- 
ance in force distributed 
among 30,000 policyholders. 
The Central will waive the 
lien on death claims that have 
occurred since the receiver- 
ship but it will apply against 
cash loans and surrenders and 
other features of the policies 
awaiting the actual results of 
the liquidation. 

The net reserve of the 
Security was given at $8,979,- 
000 on January 1, and it is 
believed that the assets may 
finally realize as much as $5,- 
000,000 for the benefit of pol- 
icyholders. The principal 
items in the portfolio were 
its holdings in the Inter- 
Southern Life, recently rein- 
sured after failure; and the 
Northern States Life of Ham- 
mond, against which a re- 
ceivership petition has been 
filed. 

Life Agent's Course 

The home office of the In- 
dianapolis Life is enrolling 
students for an intensive one 
week’s course in selling life 
insurance. The course is 
open to those who qualify to 
immediately start selling. 


Life Insurance 














Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. Address 


EXCLUSIVE 
care of THE SPECTATOR 

















l. A. C. Life Group 
Nominating Committee 


Kenilworth H. PAathus, of 
the Connecticut Mutual Life 
Insurance Company, chair- 
man of the Life Group of the 
Insurance Advertising Con- 
ference, announces that the 
following members have been 
appointed as a committee to 
submit nominations for the 
officers of the Life Group at 
the convention of the con- 
ference to be held in New 
York next October: L. J. 
Evans, chairman; Sumner 
Davis and Seneca M. Gam- 
ble. 








aa — 


JULY NEW LIFE BUSINESS 
23.5 PER CENT UNDER 1931 


Total new life insurance | per cent of the total volume 
production for the first seven | of life insurance outstanding 
months this year was 15.3 | in all United States legal re- 
per cent less than in the cor- | serve companies. The report 
responding period of 1931.) does not include revivals, in- 
Contrasted with July, a year | creases or dividend additions. 
ago, new production last 
month showed a decrease of 
23.5 per cent, maintaining 
the same percentage level as these companies was $5,711,- 
in Jame. 137,000 this year against 

These figures are compiled $6 743.672.000 las eee ; 
by The Association of Life | 2°°'*%°'* 0 ast —s 
Insurance Presidents and are +g ll Mn ede 

i ry Suranc 
ar canes ee ee amounted to $3,747,961,000 
against $4,556,065,000—a de- 
crease of 17.7 per cent. In- 
dustrial insurance amounted 


Production by Classes 
For the first seven months, 
the total new business of 

















to $1,568,972,000 against $1,- 
644,991,000—a decrease of 
4.6 per cent. Group insur- 


OR ANIZE ance amounted to $394,204,- 
000 against $542,616,000—a 


decrease of 27.4 per cent. 


“*to get into working order”’ For July, the total new 


business of all classes written 
by the 44 companies was 


Present-day conditions demand $692,113,000 against $905,- 
that tl 1 rit tho desi t 042,000 during July of 1931 
oe _ _— pine pate en 0 —a decrease of 23.5 per 
maintain production ata satisfactory cent. New ordinary insur- 


level, be properly organized. 


ance amounted to $448,488- 
000 against $542,616,000—a 
decrease of 25.9 per cent. In- 


The Interview Schedule, Prospect dustrial insurance amounted 
Bureau and Organized Sales Presen- to $206,641,000 against $253,- 


tations provided by the Company 


228,000—a decrease of 18.4 


per cent. Group insurance 


have helped Guardian producers to was $36,984,000 against $46, 
organize their sales machinery on a 186,000—a decrease of 19.9 
per cent. 


result-getting basis. 








Six-Month Gain 





The Northwestern Na- 
tional Life of Minneapolis 
closed the six months’ period 


THE GUARDIAN LIFE | | sisi 'eofeion St 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE 











108,547, which was a gain of 
approximately 10 per cent 








over the first half of last 
year. A decided upward 
swing was noted in July, 
when production increased 26 
per cent over the June total. 


NEW YORK CITY 














a 
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Survey of Life Insurance 


Buyers for Month of July 





American Service Bureau Data Show Women 
Turning to Life Insurance for Investment and 
Thrift; Farmers and Agents Good Customers 


Madame America, the world’s largest buyer of 
necessities, has definitely turned to life insurance 
both for protection now and as an investment to 
tide her through those years when she is finished 
with the pots and pans of the kitchen and has time 


to take things easy. 


This is clearly indicated by©——_—+W— er 


a recently completed nation- 
wide survey of the current 
buyers of life insurance made 
by the trained investigators 
of the American’ Service 
Bureau, which makes inspec- 
tion reports for the life in- 
surance companies that are 
members of the American 
Life Convention. 

The American Service Bu- 
reau analysis shows that of 
each 10,164 persons who ap- 
plied for life insurance dur- 
ing the month of July, 1127 
were housewives or 11.09 per 
cent of all buyers. The 
check-up revealed that of the 
housewives buying insurance 
in July 74 per cent had never 
owned life insurance policies 
before, 7 per cent had other 
insurance in the company 
with which the application 
was filed, while 19 per cent 
held policies with other life 
insurance companies. It is 
also interesting to note that 
the women who already have 
life insurance are more than 
doubling their holdings. The 
average policy formerly held 
was $1,348 while the new ap- 
plications averaged $1,432. 
Of the applications received 


from housewives 974 came 
from city women and 153 
from the country districts. 


The country women appar- 
ently were the first to realize 
the value of insurance since 
29 per cent already held pol- 
icies with an average of 
$1,459 while their applica- 
tions for new policies aver- 
aged $1,859. The corre- 
sponding figures for city 
women were 25 per cent with 
previous insurance for an av- 
erage of $1,329 and an aver- 
age of $1,356 in the new ap- 
plications. 

School teachers also stood 
high in the list of new buyers 
with 356 applications for an 
average of $2,160. It was 
found 37 per cent of the 
teachers already owned poli- 
cles that averaged $3,879. If 
their applications are ap- 
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proved these trained workers 
will hold more than $6,000 of 
life insurance each. 

Of the teachers purchas- 
ing new insurance 29 per 
cent are on the teaching 
staffs of leading colleges and 
universities and of these it 
was found but 38 per cent 
were new to insurance. Sixty- 
two per cent of the college 
teachers had other insurance 
either in the company with 
which the new application 
was filed or in other compa- 
nies. Their old policies aver- 
aged $8,611 and the new ap- 
plications $3,069. Thus they 
are increasing their holdings 
to $11,680 each, or enough to 
insure a nice competence in 
old age. 

Public school teachers seek- 
ing new insurance numbered 








IF EVERY WIFE KNEW 
WHAT EVERY WIDOW 
KNOWS— 


Perhaps there is much sig- 
nificance in the fact that 
very few undertakers and 
funeral directors are without 
life insurance protection. It 
has been asserted that if 
every wife knew what every 
widow knows there would be 
fewer families in destitute 
circumstances in this country. 
Undertakers get real first 
hand information on the value 
of life insurance and this 
probably accounts for the 
fact that only 9 per cent of 
the undertakers and funeral 
directors applying for new 
insurance in July were with- 
out other life insurance. The 
average application from this 
classification was for $4,935 
and policies already owned 
averaged $7,048. Of phy- 
sicians and surgeons seeking 
new insurance but 22 per 
cent were absolutely new 
buyers. The others among 
the seventy-one doctors al- 
ready had an average of 
$20,109 of life insurance. The 
new applications averaged 


$6,225. 








The 
this 
women 
Public 
reported other life insurance 
had policies averaging $3,111. 


327 and of these 67 per cent 
have no other life insurance. 
from 
intelligent 

$2,080. 
who 


new applications 

class of 
averaged 

school teachers 


21 


Another large group of 
women that is now buying in- 
surance are stenographers 
and office clerks. The survey 
revealed that of each 10,164 
applications for life insur- 
ance now coming into the 
home offices of life companies 
199 were signed by women 
employed in offices. Of this 
class 76 per cent are new buy- 
ers while 34 per cent already 
had some life insurance. The 
new applications from these 
workers averaged $1,436 
while old policies had an av- 
erage face value of $2,176. 


Appreciated at Home 


That insurance agents rea- 
lize the value of the protec- 
tion they are offering to their 
clients is proven by the sur- 
vey. Of the 243 insurance 
agents applying for new in- 
surance all but 37 per cent 
already held policies averag- 
ing $8,537. The new applica- 
tions were for $3,807. In this 
group were 93 general insur- 
ance agents already holding 
an average of $12,245 in life 
insurance and seeking $4,737 
additional coverage. 

Executives and owners of 
manufacturing industries 
supply 72 of each 10,164 per- 
sons applying for life insur- 
ance and in this group 79 per 
cent already own other life 
insurance averaging $21,158 
while their new applications 
are for an average of $7,444. 





features: 


age 60 


or: 


Founded 1850 





(1) A death benefit before 


(3) At age 60, paid-up life insur- 
ance policy for $22,920. 


The Ideal Investment Policy 


Our “Seven Point Special’ policy contains the following 


and 


or: 
(4) Cash payment for $8,100 and 
paid-up life insurance for $10,- 


000. 


There are valuable options in the event of discontinuance, viz: Paid-up 
Endowment Insurance; or Extended Term Insurance plus Pure Endow- 
ment; or Paid-up Life Insurance plus Cash Balance. 


Many people with money are looking for an investment—the “Seven Point 
Special” provides an admirable solution. 


Write, telephone or call at our nearest office for details. 


The Manhattan Life Insurance Company 


654 MADISON AVENUE 
NEW YORK, N. Y. 


(2) An income at age 60 (guar- 
anteed for 120 months). 


THOMAS E. LOVEJOY, President. 
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Managers to Meet 
(Concluded from page 17) 
secretary, Massachusetts 
Mutual; Nelson P. Wood, sec- 
retary, State Mutual; Joseph 


E. Lockwood, assistant vice- 
president, Guardian Life; 
Valentine Howell, assistant 


actuary, Prudential; William 
J.Cameron, vice-president and 
actuary, Home Life; Paul F. 
Bourscheidt, assistant secre- 
tary, Peoria Life; Horace W. 
Foskett; assistant treasurer, 
Equitable of Iowa. 
Discussional Conferences: 
(1)—“Conservation of Busi- 
ness Carrying Policy Loans”; 
(2)—“Analysis of Operating 
Costs.” 
Tuesday Morning 
Address: “Can We Lessen 
the Likelihood of Unemploy- 
ment in the Future?” Profes- 
sor Joe Willits, University 
of Pennsylvania. 
Presentation of 
tion’s Education Program: 
Committee Report by H. 
N. Hamilton, director conser- 
vation bureau, Union Central. 


Associa- 


Tuesday Afternoon 
Visiting home offices of 
Philadelphia members, recre- 
ational activities, entertain- 
ment, etc. 


Tuesday Evening 

Exhibit and Demonstration 
of Office Equipment, Betsy 
Ross Room, Benjamin Frank- 
lin Hotel. 

Wednesday Morning 

Committee Report: “Invest- 
ment Department Routine 
and Procedure.” H. W. Fos- 
kett, assistant treasurer, 
Equitable of Iowa; George W. 
Pansiera, assistant treasurer, 
Union Central Life; F. W. 
Gleason, vice-president and 
secretary, Pan-American Life; 
J. W. Brown, investment sec- 
retary, Sun Life Assurance; 
Sydney A. Smith, secretary, 
Penn Mutual. 

Committee Report: “Pur- 
chasing Department Methods 
and Operations.” George A. 


Drieu, assistant secretary, 
Connecticut General; H. R. 
Pierce, assistant secretary, 


Samuel J. 
Massa- 


Life; 


secretary, 


National 
Johnson, 


chusetts Mutual; J. M. 
Brown, Canada Life. 
Committee Repert: “Gen- 
eral Insurance and Surety 
Bonds.” George W. Skilton, 


comptroller, Connecticut Gen- 
eral; Sydney A. Smith, sec- 
retary, Penn Mutual; D. M. 
Stevenson, head, planning 
division, London Life; Wil- 
liam F. Hagerman, auditor, 
Minnesota Mutual. 


Wednesday Afternoon 

Address: “The Inherent 
Solvency of Legal Reserve 
Life Insurance.” Dr. 
Huebner, Professor of Insur- 
ance and Commerce, Wharton 
School of Finance and Com- 
merce. 


Life Insurance 


Ss. S. 





Norman B. Magoffin 
Joins Berkshire Life 


Takes Over Entire State of 
Indiana as G. A. at 


Indianapolis 


The Berkshire Life Insur- 
ance Company announces the 
appointment of Norman B. 
Magoffin as general agent at 


Indianapolis, Indiana. The 
entire state of Indiana is 
covered under the agency 


at Indianapolis. 

Mr. Magoffin formerly wes 
agency assistant traveling 
out of the home office of the 
Connecticut General. He is 
past president of the Man- 
agers’ Association at Toledo, 
Ohio, and was recently elected 
president of the Toledo Life 
Underwriters Association. 


Trinity Life Now On Legal 
Reserve Plan 

DALLAS, TEXAS, Aug. 15 
The Trinity Life Insurance 
Company of Fort Worth ob- 
served its change to an old 
line legal reserve company 
with a sales meeting and 
contest a few days ago. The 
salesmen turned in applica- 
tions for more than $800,000 
business in the two days. A. 
Morgan Duke is president of 
the concern. 


—— 


Massachusetts 
Mutual Life 
asynonym for | 

Quality and 
Excellence in 
Life Insurance 








Massachusetts 
| Mutual Life 


Insurance Co. 


—— 


Springfield 
Massachusetts 





Organized 1851 
epee eels 


















Working 


cellable 


life insurance needs. 





Both Hands 


Monarch representatives have not only 
life insurance to offer but also non-can- 
accident and health. 
every interview on accident and health in- 
surance converts a suspect for life insur- 
ance into a prospect, because the informa- 
tion obtained in this manner brings out 


MONARCH 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 


With 


Almost 








Republic Life Acquires 
New Home Office Bldg. 


Dallas Company to Enter 
New Headquarters Early 
Next Month 


The Republic Life Insur- 
ance Company of Dallas, 
Texas, has purchased the 
eight-story Oak Cliff Med- 
ical-Dental building, located 
in Oak Cliff, Dallas suburb, 
for a consideration of $610,- 


| 000. After Sept. 1 the Re- 
public Life will move its 
home offices into the new 
building. It will occupy the 


fifth floor of the building. 
The Republic Life was or- 


ganized five years ago. It is 
an old line stock company 


with a capital stock of $155,- 
000 and a surplus of $110,- 
000. The capital stock of the 


company was increased to 
$155,000 from $105,000 at 
the time the home office 


building was purchased. Al- 
len D. Sanford of Waco is 
president of the company. 














PRUDENTIAL NOTES 








The Brooklyn No. 10 dis- 
trict of the Prudential, with 
Superintendent W. J. Ellis in 
charge, ranks No. 1 in the 
company in the Industrial 
branch for 1932. The leading 
assistant superintendents in 
this branch in the company 
are R. T. Kennedy and T. H. 
Winkert, and the leading In- 
dustrial agent is P. Levy, all 
of the same district. 


As a result of the Olympics 
Ordinary Effort held recently 
in Division “E” territory, a 
silver trophy was awarded to 
the Pittsburgh No. 4 district 
on the basis of business actu- 
ally issued proportionate per 
man including the week of 
June 27. 


The following representa- 
tives of the Prudential have 
been successful in Ordinary 
production thus far this year: 

Alfred L. Ellowich, special 
assistant superintendent, 
Wilkes-Barre No. 1; C. F. 
Gould, assistant superinten- 


' tendent, 


| No. 


| dent of Pontiac, Mich.; Roy 


E. Roeder, assistant superin- 
Lima, O.; E. F. 
Daly, Jr., agent, Hartford 
No. 1; L. Wiseman, agent, 
Providence No. 1; E. Le- 
febvre, agent, Providence No. 
1; S. Marshall, agent, New 
Britain, Conn.; J. Gold, as- 
sistant superintendent, 
Springfield, Mass. 


Agent George W. Williams, 
of Detroit No. 1, has recently 
received a Gold Merit Button 
as a result of placing a large 
Group case. 


In recognition of their 
good records the following 
have been promoted to the 
position of assistant superin- 
tendent in their respective 
districts: 

Roy E. Roeder, Lima, 0.; 
C. A. Adams, Binghamton 
1, N. Y.; J. L. Taylet, 
Reading No. 1, Pa.; James 
Shearer, Binghamton No. 2; 
J. B. Morning and W. W. 
Ruble, of Fort Wayne, Ind. 
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Sea-Going Convention 


For Philadelphia Life 


Convention Cruise Becoming 
Popular Among Life Ins. 
Companies 

Seventy-five or more rep- 
resentatives of the Philadel- 
phia Life Insurance Conven- 
tion group will sail from New 
York on Saturday, August 27, 
for their Bermuda convention 
cruise, aboard the motorship 
“Monarch of Bermuda.” This 
will be the second large life 
insurance group to hold their 
convention aboard ship to and 
from Bermuda during this 
summer, the Bankers Nation- 
al Life of Jersey City, N. J., 
having been the first to make 
the experiment. 

The idea of a sea-going 
convention has been received 
with favor by a large number 
of groups and organizations. 
The Brooklyn National Life 
will hold its convention 
aboard the “Monarch of Ber- 
muda,” and plans are being 
rounded out by the Conti- 
nental Assurance and _ the 
North American Insurance 
groups for similar convention 
trips. 

Four-Day Trip 

The brief duration of the 
voyage—two days in each di- 
rection — makes a four-day 
trip possible with several 
daylight hours in Bermuda 
for sightseeing and other rec- 
reation. Or the delegates 
may elect to stay in Bermuda 
until the next sailing, giving 
them five days of recreation 
in one of the loveliest recrea- 
tion spots on earth, making 
their absence from New York 
only nine days. 

The delegates attending a 
sea-going convention on the 
“Monarch of Bermuda” may 
look with pleasant expecta- 
tion to their customary ban- 
quet. This may be served in 
“Sala Florian,” the magnifi- 
ently appointed grand dining 
hall, with Bacchante Cocktail 
Bar adjoining, or in a smaller 
room if privacy is desired. 
It is not necessary to add that 
this ship, being under the 
British flag, has in its capa- 
‘lous stores every beverage to 
wring delight and good cheer 


to the inner man. 


— 


Accommodations 

The refinements of the pri- 
vate accommodations aboard 
the “Monarch of Bermuda” 
Which are available to dele- 
gates are unsurpassed by any 
ship afloat. Every stateroom, 
‘or example, has a_ private 
wilet and bath or shower. 
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nounced. 


business 
May, 1932. 
awarded to Class 
III agencies and to the larg- 


cold 


Hall Month Prize Awards 


Winners in 


Month Contest 
coln National Life Insurance 
Company have just been an- 
Places were deter- 
mined by the amount of paid 
produced during 
Prizes 


‘ll wash basins have hot and 
running water, and all 
rooms are elaborately 
beautifully furnished. Among 
the appointments common to 
all rooms are 
ators, electric fans, fresh-air 
| ventilation, either heated 
cooled as required by the cli- 
mate and the weather, elec- 
tric buttons for steward and 
other service, and many other 


| 


est individual producer. The 
prize for the largest personal 
production went to G. W. 
Gorowitz, Detroit. Other 


prize winners were: The |} 
Morris Fishman Agency, De- | 


troit; the G. H. Beamer 
Agency, Fort Wayne; the D. 
M. Hodges Agency, Winston- 
Salem, N. C. 


luxurious conveniences. 

There are triple - mirror 
dressing tables with generous 
drawer space for toilet ac- 
cessories; upholstered chairs 
and bedside seats; a writing 
desk in every room, and un- 
usually large and convenient- 
ly arranged wardrobe closets. 
Indirect lighting is supple- 
mented by reading lights at 
each bed. 








Tue men who direct the destinies 
of an institution are as important an indica- 
tion of its strength as are the figures of its 
financial statement. 


President of 
Northwestern National Bank of Minneapolis. An NwNL 

Director and member of its executive and finance commit- | 
tees since 1905. 


the Board 


Governor 


companies. 


Treasurer, 


F. A. CHAMBERLAIN | 
Chairman of the executive committee, First National Bank 
of Minneapolis. An NwNL Director and member of its 
executive and finance ccmmittees since 1905. 


E. W. DECKER 


C. T. JAFFRAY 
President of the “Soo Line” Railway and Chairman of 
; Bank Stock Corporation. An 
NwNL Director and member of its executive and finance 
committees since 1905, 
THEODORE WOLD 
Vice-President, Northwestern National Bank and formerly 
Bank, Ninth District. An 
NwNL Director and member of its executive and finance 
committees since 1926. 


E. L. CARPENTER 
Chairman of the Board, Shevlin, Carpenter & Clarke Co., 
nationally known wholesale lumber dealers, and asscciated 
An NwNL Director since 1911. 
A. F. PILLSBURY 


Mills, known all over the 
world. A Director of NwNL since 1924. 


THOMAS F. WALLACE 
President, Farmers & Mechanics Savings Bank, the largest 
savings bank between Cleveland and San Francisco. An 
NwNL Director and member of its executive and finance 
committees since 
F. T. HEFFELFINGER 
President, F. H. Peavey Company, largest grain firm in the 
world. A Director of NwNL since 1928. 
J. ARNOLD 


President, Northwestern Natiena!l Life. A Director and 
member of its executive and finance committees since 1925. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. pacswext 


STRONG~- Minneapolis Minn. ~ LIBERAL 


Bancorporation and of the 











| July Business Earns 


Recreation in August 


Acacia Mutual Life Agents 
Stage Unique Pro- 
duction Contest 


Getting business is not al- 
ways a picnic these days. But 
it can be made so. Acacia 
agents in each branch planned 
a picnic to be based on busi- 
ness written and examined 
during the month of July. 
Then they went out and got 
the business. $5,358,000 was 
written in the 25 working 
days of July. 

Calendars containing only 
the 25 working days in July 
were given to each of the 
agents. When the agent wrote 
and placed $2,500 of insur- 
ance, for instance, he pasied 
a cartoon-sticker over five of 
the vacant squares. Thus, it 
took $12,500 written and ex- 
amined to fill the calendar. 
Each cartoon pictured an 
article of food usually eaten 
at picnics. Much comedy was 
extracted from the early re- 
sults when it looked as though 
many an agent would subsist 
entirely upon pickles for the 
entire picnic. Every agent 
had to fill a calendar in order 
to obtain a full meal for him- 
self and his wife. 

The company paid over to 
each of its 55 branches a sum 
equal to forty cents for each 
$1,000 written and examined 
by the branch during the con- 
test. The money is now pay- 
ing for real picnics. 

Sees Renewed Progress 

LITTLE Rock, ARK., Aug. 
15—J. T. Thompson, manager 
for the Mutual Life Insur- 
ance Company of New York, 
spoke at the meeting of the 
Little Rock Lions Club at the 
Hotel Marion last week. His 
subject was “Our Shadows.” 
He discussed the economic 
situation of the country, say- 
ing that “faces are brighter” 
and “smoke is coming out of 
the factory smokestacks.” He 
predicted that the near future 
would show a considerable 
improvement in the economic 
status of the country. 


C. T. Wardwell Resigns 

Chester T. Wardwell, for- 
merly district manager of the 
Equitable Life of New York, 
and who has been connected 
with this office for the past 
eight years, has announced 
his resignation. 

Mr. Wardwell was presi- 
dent of the Life Underwriters 
Assn. of Peoria last year. 
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women’s organizations in 
Baton Rouge, Nashville, Mo- 
bile, Jackson, S. C., Birming 
ham, Des Moines, Lincoln, 
Seattle, Los Angeles, Wich- 
ita, Louisville and Oklahoma 
City. 

Chicago was selected as the 
for the 1933 convention, 


city 
and Milwaukee and Des 
Moines made bids for the 
1934 convention, with Miami 
and Louisville wanting the 
1935 convention. Oklahoma 
City put in a bid for some 
future date. 

Local and state associa- 


tions held an informal con- 
ference at which the princi- 
pal topic of discussion was 
the radio program that has 
been offered the life insur- 
ance men for broadcasting 
juring the coming year. 

The Board of Directors of 
the American College of Life 
Insurance held an informal 
dinner and business session 
this evening as did the De- 
partment of the American 
Family, at which, in addition 
to Mrs. Pritchard, the speak- 
ers included Isabel L. Daugh- 
erty and Mrs. Hugh Pinland, 
-lub women who are interest- 
ed in life insurance for the 


family. 


The Managers’ Session 

Securing of business under 
present conditions and per- 
manency of agency building 
were the two themes that took 
ip the time of the managers’ 
section meeting on Tuesday, 
with the afternoon meetings 
split into three sections based 


ma population basis. At the 
morning session, presided 


wer by Alex. A. Patterson, 
general agent of the Penn 
Mutual Life in Chicago, W. 
M. Hammond, general agent 
f the Aetna in Los Angeles, 
jeveloped the method of se- 
‘uring business under present 
‘onditions. F. H. Haviland, 
manager of the Connecticut 
General in Chicago, developed 
the permanency of agency 
building, telling the assem- 
dlage that his plan was to 
get the men who showed in- 
lications of being adapted to 
the business from whatever 
source he could and then giv- 
ng them a course in training 
that grounded them in the 
fundamentals of the business. 
Frederick J. Koster of San 
Francisco was the only speak- 
st outside the business who 
appeared before the meeting, 
and he pointed out what was 


required of a successful sales 


executive of 1932. 

In the group meetings of 
the afternoon, divided into 
the rural and less than 100,- 
100 population cities, cities 
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from 100,000 to 750,000 and 
cities over 750,000, two topics 
were discussed: “Recruiting 
and Training New Men,” and 
“New Training for Old Men.” 
In the middle class section 
these were handled by Messrs. 
Banks of Denver, agent of 


the Penn Mutual, and Good 
of the Prudential in San 
Diego. Banks advocated the 


use of personal contact, ad- 
vertising and nomination let- 
ters as the method of secur- 
ing men, and intensive full- 
time schooling as the method 
of training them. Good in- 
sisted that it was necessary 
to give the old agent some- 
thing new in insurance lines 
that would attract his atten- 
tion and keep him studying 


to bring out the latent talent 
that was becoming stale and 
that was resulting in loss of 
production. In the 
metropolitan section, 
Engelsman of New York Penn 
Mutual, and Clark E. Bell, 
Los Angeles, New York Life, 
were the leaders. Engels- 
man’s talk is summarized else- 
where in this issue. 
said that he made it a practice 
in giving his old agents new 
training, to start them back 
on fundamentals, tried to keep 
them up to the mark on pros- 
pecting, and insisted that they 
keep up to their schedule and 
that they maintained a fight- 
ing spirit to obtain business. 

In the rural meeting Lester 
O. Schriver, secretary of the 
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association and general agent 
of the Aetna at Peoria, was 
leader on the recruiting and 
training subject, and Fred J. 
Joyce, Phoenix, Ariz., man- 
ager, Mutual Life of New 
York, spoke on the “Training 
of Old Agents.” 

The final session was de- 
voted to an address by Walter 
E. Webb, vice-president of 
the National Life of the 
He 
told the general agents and 
managers that it was their 
jobs to keep their agencies 
active and ready to capitalize 
on the business that is to 
come now that the deflation 
from recent economic situ- 
ation has reached its lowest 
curve and business is on the 
upgrade, 


Donnelly Heads Big Group 

Mac J. Donnelly of New 
Castle, Pa., was elected chair- 
man of the Million Dollar 
Round Table, at the meeting 
today, succeeding Robert A. 
The 
Million Dollar producers dis- 
cussed the new taxes which 
have been imposed by Con- 
gress and the various states 
on many articles. They were 
advised by C. Vivian Ander- 
son of Cincinnati that life 
insurance should not be used 
for the purpose of evading 
such taxation but for the 
purpose of providing funds 
to meet legitimate and rea- 
sonable governmental needs. 
Laurence H. Tharp of the 
Anglo-California Bank of San 
Francisco discussed the new 
taxes and explained their 
meaning in the absence of 
definite rulings and defini- 
tions from the Treasury De- 
partment. He said that life 
insurance need have no fear 
that the Federal Government 
would levy tax programs 
which would hinder the de- 
velopment and distribution of 
life insurance in the United 
States. 

William M. Duff of Pitts- 
burgh discussed the growing 
trend toward annuities. 





"Little National" Convention 

Sixty general agents and 
managers of the Bankers 
Life Company of Des Moines, 
arrived in San Francisco or 
Aug. 12 for the purpose of 
holding a two-day conference 
with company officials, prior 
to forty-third annual conven- 
tion of the National Asso- 
ciation of Life Underwriters, 
which is being held in San 
Francisco this week. The 
party came to San Francisco 
as a special compliment to 
Elbert Storer of Indianapolis. 
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R. ELLINGTON, when asked in a 
M spirit of good will and mutual 
cooperation what were the deadly 
plagues of Egypt or even how many 
there were, could give but one—grass- 
hoppers. My batting average was little 
better, but I have long felt that one 
more, deadlier than all the rest, would 
have resulted had the entire terrain of 
that fertile country had added to its 
fauna and flora the poison ivy vine. 
Even Pharaoh could not long have 
hardened his heart against the 
parture of the Israelites after he wit- 
nessed the unspeakable suffering of his 
people that would have followed. 


* * x 


HIS thought was rekindled in me 

when I had dinner a few evenings 
ago with some Philadelphia friends. 
They have a charming home in one of 
the beautiful Philadelphia suburbs. 
Fine shade trees and many bushes and 
shrubs further add greatly to its at- 
tractiveness. But a viper lurked in the 
Eden. Poison ivy reared its evil head. 
Their little boy plucked of the fatal 
vine or rubbed against it. The result 
was swift and horrible. My heart 
ached for that innocent child who, for 
no fault of his own, so early learned 
that Nature is not always kindly. Not 
at all could I blame his distracted 
mother from calling a physician at 2 
o'clock in the morning to urge that he 
come immediately before it was too late. 
The physician, I understood, calmed 
the distraught mother’s fears as best he 
could with words from a bedside tele- 
phone and prescribed a certain amount 
of paregoric to be taken internally. 


* & * 


FTER dinner we discussed poison 
ivy and other plagues and scourges 
to which unfortunate man is heir. And 
also we discussed the amazing fortitude 
with which the little boy, he was only 
two years old, bore his affliction. He 
did not make one-tenth the fuss a 
grownup would have displayed. The 
one-time sage of Staten Island, who also 
was present, remarked that this was 
a pleasant characteristic of childhood, 
and he should know. He said that not 
until they grow older do children learn 
how to make the most of bodily injuries 
as a means of securing sympathy and 
even more material advantages. It is 
their elders who regale their relatives 
and friends with comments on how they 
are feeling, or who give explicit de- 
tails of their recent operations. 
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IN FIRE 


Five Marshal 
| Hansen and District 
, Attorney Owen George, of Dallas, 

Texas, are seeing results from their 


E. S. \ssistant 


activities in fire-prevention work and 
vigorous efforts to run down and 
prosecute persons suspected of arson. 
July fire losses in Dallas were ap- 
proximately $75,000, which was $10,- 
000 less than for July, 1931. The in- 
surance loss for last month was placed 
at $63,339 as compared with $77,155 
for the corresponding month of last 
year. Both May and June of the pres- 
ent year also showed reductions from 
those of May and June, 1931. 


* * 


Next Tuesday has 

been designated as the “dead line” for 
the Miss Insurance contest in connec- 
tion with the annual convention of the 
National Association of Insurance 
Agents to be held at Philadelphia, 
September 20-24. Judging from the 
many photographs already received, 
ten of which were reproduced on the 
cover of THE SPECTATOR last 
week, the judges will have no easy 
time selecting the winning candidate, 
since the selection depends solely 
|upon pulchritude and does not en- 
deavor to say that because of her 
extensive knowledge of all forms of 
fire and casualty insurance Miss In- 
surance would classify as the lead- 
ing agent from the underwriting 
standpoint. 


John A. Dalzell 


of Pittsburgh, will attend the annual 
convention of the N. A. 1. A. at Phila- 
delphia and he has strongly expressed 
in advance his hope that the agents 
there assembled will ‘“‘stop pussy foot- 
ing on the subject of high commis- 
sions payable under the guise of a 
general agency.” Mr. Dalzell is a 
prominent member of the Pennsyl- 


vania Association of _ Insurance 


INSURANCE 


Agents, and last week he sent out a 
circular letter urging that the Na- 
tional Association clear its member- 
ship of those whose operations are 
detrimental to 
agents. He asserted that both the 
State and the National Associations 
would profit greatly by a thorough 
He seconded the 


established local 


house-cleaning. 
plan that would provide that after a 
certain date the agents would not 
represent any company in a group 
or fleet in a general agency writing 
local business. He said that the 
present economic situation through 
which we appear to happily 
passing should teach the people 
engaged in the insurance business 
the value of the word “quality” 
and then to apply that word when 
selecting risks to be insured or in 
soliciting membership in trade or- 
ganizations. 


be 


* * * 


The Minnesota 
Association of Insurance Agents 
will hold its annual convention next 
Friday and Saturday and it is ex- 
pected that among the speakers will 
be Walter H. Bennett, secretary- 
counsel of the National Association. 


* x 


A proposal by 
a member of the Board of Aldermen 
of Lansing, Mich., that a good way 
to economize would be to dismiss 30 
firemen, close one fire station, and 
further reduce the wages of the fire- 
men that were left was rejected 
when it came up for action by the 
board of fire and police commission- 
ers. Members of the control board 
explained their very proper action 
by saving that, among other things, 
it would probably result in a rate 
increase which would cost property 
cwners approximately a million dol 
lars annually. 
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Reinsures In Globe 


& Republic Co. 


Public Fire Taken Over 
by Corroon & Rey- 


nolds Company 

The Globe & Republic In- 
surance Co. of America has 
reinsured all policy liability 
of the Public Fire Insurance 
Co., of Newark, excepting its 
automobile business as of 
August 1. The Globe & Re- 
public is a member of the 
Corroon & Reynolds group. 
Under a separate contract 
the Globe & Republic rein- 


sured all business of the Pub- 
lic Fire subsequent to August 
1 as it is written. It is as- 
sumed that this will continue 
until Corroon & Reynolds’s 
arrange to have Public Fire 
agents take on one or more of 


the Corroon & Reynolds com- 
pany. Vice-President James 
W. Knox, of the Public Fire, 
will assume an executive po- 
sition with the Corroon & 
Reynolds organization. The 
reinsurance of the Public 


Fire business will not affect 
the Public Idemnity Co. 

A statement issued by 
Vice-President Knox by order 
of directors of 


of the board 
the Public Fire stated that 
for some time past plans 


had been under consideration 
which would increase the pro- 
tection afforded by the com- 
pany to it policyholders and 
agents and it was decided to 
reinsure the entire liability 
of the company with the ex- 
ception of the automobile 
business. The statement said 
that by the reinsurance with 
the Globe & Republic the 
financial condition of the 
Public will be considerably 
strengthened by reason of the 
allowance received from the 
premium reserve reinsured 
by the Globe & Republic. 


The Public Fire started in 
May, 1928, with $1,000,000 


capital, $4,000,000 net sur- 
plus and $200,000 equipment 
fund. Arthur T. Vanderbilt, 
a prominent insurance lawyer 
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Slight Reduction in Fire 
Losses for July 

Board of 

reports 

losses in the 


National 
Fire Underwriters 


that the fire 
United States for the month 
$32,982,434, as 


of July were 
compared to $33,024,594 for 


The 





the corresponding month of 
1931, a decrease of $42,160. 
The losses month by month 
for the first six months of 
1931 and 1932 are shown in 
the following table: 
1 1932 

Jar $44,000,449 $39,224,783 
Fel $1,776,051 1,824,632 
Marcel $4,074,362 49,189,124 
Al $1,423,764 43,822.23 
Ma 37,335,273 ¥,270,524 
j } 38,378 $.338.670 

24,594 2,982,434 


To Remain Inactive for the 
Present 

James I. Naghten, vice- 
president of the Metropolitan 
Fire Ins. Co. of Chicago, has 
announced that the direc- 
tors, because of current fi- 
nancial conditions, have de- 
cided that the company, for 
the present at least, will not 
assume any additional liabil- 
ity. Rumors that the com- 
pany was to be liquidated re- 


sulted in Mr. Naghten’s 
statement. 

of Newark, has hone chair- 
man of the board since organ- 
ization. 

The premium income was 
over $2,600,000 for about 
seven months in 1928, over 
$6,300,000 in 1929 and over 
$4,600,000 in 1930. It took 


over the Empire Fire Insur- 
ance Co. of Brooklyn and the 
Great Lakes Insurance Co. of 
Chicago in 1931. In 1929 it 
had organized the Public In- 


demnity Co., but in 1931 it 
disposed of the last of its 
holdings in that company. 


The cost of organization and 
building an agency plant, the 
writing of such a large busi- 
ness and depreciation of se- 
curities reduced its net sur- 
plus to $1,200,496 on Decem- 
ber 31 with securities valued 
on the convention basis. 
President Fred A. Rye re- 
signed last May. This year 
the company’s business has 
been very materially cur- 
tailed. 


— ALLIED LINES 





Plan for Policies 


Assigned to the R. F. C. 


J. H. Doyle, General Counsel of N.B.F.U., Notifies 
Companies of Method for Handling Fire Insur- 
ance Protecting Mortgages Pledged for Loans 


J. H. Doyle, 
Board of Fire 


general counsel of the 
Underwriters, 


National 
has sent a bulletin 


to fire insurance companies following a confer- 
ence with representatives of the Reconstruction 
Finance Corporation dealing with the question of 
fire insurance policies which protect the mortgages 


that may be assigned bye 
banks, mortgage companies 
or others to the Finance 


Corporation as securities for 
loans made by it. The plan 
explained in Mr. Doyle’s bul- 
letin has been approved by 
the Reconstruction Finance 


Corporation. A form of 
agreement in respect of 
policies assigned to protect 


the interests of the corpora- 
tion is suggested in the bul- 
letin. The bulletin, which 
was sent out last Saturday, is 
as follows: 

“The Reconstruction Fi- 
nance Corporation, organ- 
ized under the act approved 
Jan. 22, 1932, is authorized 
and empowered to make 
loans to banks,’ savings 
banks, trust companies, 
building and loan associa- 
tions, insurance companies, 
etc., to aid in financing agri- 
culture, commerce and indus- 
try; all loans made to be 
fully and adequately secured. 
In making these loans the 
Reconstruction Finance Cor- 
poration will require that the 
borrower shall assign to it, 
as a pledge for the loan, such 
securities as the borrower 
may have, including mort- 
gages, property liens, etc. 

“Since practically all such 
mortgages, whether real or 
personal, are protected as to 
the borrower’s interest by 
appropriate insurance con- 
tracts, it is probable that the 
Reconstruction Finance Cor- 


poration will require such 
interest in policies to be as- 
signed to it, to comply with 











that provision of the law re- 
quiring loans to be fully and 
adequately secured. On a 
loan made to a bank, build- 
ing and loan association, 
mortgage loan company, etc., 
these assignments may run 
into hundreds as security to 
the Reconstruction Finance 
Corporation for a loan made 
to such borrower. 

“It is not the purpose, nor 
desire, of the Reconstruction 
Finance Corporation at this 
time to concern itself gener- 
ally with the adjustment of 
claims against insurance com- 


panies that may arise by 
reason of contracts so as- 
signed. It is the desire of 
the Reconstruction Corpora- 


tion that the adjustment and 
payment of losses, under such 
contracts, shall be in the 
usual manner, between the 
company and the named as- 
sured and the named mort- 
gagee, but there may be 
times where there is a limited 
number of policies covering 
a congestion of values, oF 
where the loss is a result of 
a conflagration or _ other 
catastrophe perils, that the 
Reconstruction Finance Cor- 
poration will wish these pay- 
ments made directly to it, as 


assignee of the mortgagee. 
In all such cases the Recon- 
struction Finance Corpora- 


tion will notify the company 
in apt time of its interest, 3 
assignee of the mortgage. 
and upon receipt of suca 
notice, all right, title and 
(Concluded on page 31) 
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Market Survey of 
Fire Agency Field 


London Assurance Ques- 
tioning 3000 Agents 
on Selling and Under- 
writing Problems 


More than a thousand 
agents are contributing their 
opinions and experience to an 
extensive market survey of 
the fire insurance agency field 
sponsored by the London As- 
surance and the Manhattan 
Fire & Marine Insurance 
Company. Questionnaires 
dealing with various aspects 
f local agency management 
were sent to more than three 
thousand agents in all parts 
f the country early last 
month and returns are rapid- 
ly being tabulated. 

In order that agents would 
not be biased in their answers 
the survey was conducted 
under the individual name of 
Jarvis Woolverton Mason, 
who is advertising counsel to 
the companies, rather than 
under a company name. Mr. 
Mason is a frequent contribu- 
tor to THE SPECTATOR and 
survey is, in effect, a 
practical application of the 
theories advanced in his ar- 
ticle, “A Consumer Engineer 
Looks at Insurance,” pub- 


tnis 


SPECTATOR. 

The survey will reveal what 
kinds of competition are really 
serious in the various parts 

f the country. It will tell, 
also, where most agents pre- 
fer to write direct and where 
through general agents. One 
juestion deals with the allied 
fire lines and the answers will 
tell which of these lines have 
the greatest sales possibilities 
n the different states. 

Other divisions of the sur- 
rey will develop facts about 
the instalment payment of 
oremiums, the use of special 
‘orms, and the value and uses 
to the local agent of fire pre- 
rention activities. 

One of the most interesting 
aspects of this agency survey 
$ the fact that it will be pos- 
ible to classify all answers 

g to the size of the 
Not only will it 
‘ell what kinds of advertising 
are most effective in the New 
“ngland States or the South- 
astern States, for instance, 
at it will tell which kinds 
fe found best by one and 
Wo-man agencies, three, four 


‘geNncles. 
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News of the Far West 








The Export Insurance Com- 
pany, for which Joy Lichten 
stein, of San Francisco, was 
recently appointed general 
agent for the territory of 
California and Arizona, has 
been granted membership in 
the Board of Fire Underwrit- 
ers of the Pacific. 

* * oo 

H. F. Badger, secretary for 
the Board of Fire Underwrit- 
ers of the Pacific, is on a va- 
cation in Coronado, Calif. Di- 
rectly following his rest, Mr. 
Badger will divide his time 
between the Los Angeles and 
San Diego offices of the board, 
consulting with the officials 
of these offices on board af- 
fairs. . * 


Charles H. Turner, presi- 
dent of the San Francisco In- 
surance Brokers Exchange, 
has returned to his desk in 
San Francisco following a 
rest of several months re- 
cuperating from illness suf 
fered early this year. Mr. 
Turner was at Arrowhead 
Springs, in the Southern Cali- 
fornia district. 

George A. Lane, state agent 
for the America Fore group 
in Ohio, is in San Francisco 
for a month’s vacation. He is 
visiting with his son, Robert 
S. Lane, who is a special 
agent for the Home of New 
York in the Northern Cali- 
fornia district. 

A. G. Wallace and Frank 
M. Phipps, both members of 
the general agency firm of 
Wallace-Phipps in San Fran- 





"Fairly" and "Barely" 


INDIANAPOLIS, IND., Aug. 
16—A report of the national 
board on South Bend, Ind., 
shows that fire department to 
be “fairly efficient” and the 
water supply “barely suffi- 
cient for present require- 
ments,” but in fair to good 
quantities in most sections. 
A drill tower for firemen was 
recommended. 


and five-man agencies, and so 
on. 

When the results have been 
completely tabulated the com- 
panies will equip their special 
agents with tabulations and 
charts based upon the facts 
developed in the survey. Ob- 
viously this quite complete 
and unbiased study of local 
agency practices will be of 
inestimable value to agents. 


cisco, have returned to their 
offices. Mr. Wallace has been 
in the Los Angeles territory 
and Mr. Phipps in the Sacra- 
mento Valley. 

» «@ 

Jay W. Stevens, California 
state fire marshal; Carl A. 
Henry, San Francisco gen- 
eral agent for the Sun; 
Charles H. Lum, general 
manager of the National 
Soard of Fire Underwriters 
in San Francisco; Frank J. 
Agnew, assistant secretary, 
Fireman’s Fund _ Insurance 
Co., and H. F. Badger, secre- 
tary, Board of Fire Under- 
writers of the Pacific, have 
been selected as honorary 
members of the Phoenix So- 
ciety of San Francisco. This 
organization consists of “fire 
buffs” or “red hots” who are 
interested in supporting the 
fire department in every pos- 
sible manner. 

Joy Lichtenstein, Pacific 
Coast manager of the Hart- 
ford Accident and the Hart- 
ford Fire, and H. E. McClel- 
lan, vice-president of the 
Maryland Casualty, both 
maintaining offices in San 
Francisco, are in the South- 
ern California district. 

The Northern Assurance 
Company of London’s city de- 
partment has moved its San 
Francisco quarters back to 
its original locality at 100 
Sansome St., in that city. The 
company until this move has 
been located at 60 Sansome 
St. 


Montgomery, Ala., Warned 

BIRMINGHAM, ALA., Aug. 
16—With the city’s fire loss 
for the year already $10,000 
more than twice the entire 
loss for 1931, and with the 
number of night fires increas- 
ing, Chief Chester L. Ingram 
has issued a warning to the 
citizens of Montgomery, Ala., 
that an increase in fire insur- 
ance rates is indicated unless 
the loss for the remainder of 
the year is sharply reduced. 


Assistant Manager 
Earl Gibbs, formerly 
perintendent of the automo- 
bile division of the Western 
department of the Boston and 
Old Colony Insurance Com- 
panies of Boston, has been ap- 
pointed assistant manager of 
the department. 


su- 


Selecting ‘Miss 
Insurance’ 


PHILADELPHIA, Aug. 16 
—In order to avoid any 
charge of favoritism in 
the selection of “Miss 
Insurance,” the conven- 
tion committee is contem- 
plating having the man- 
aging editors of the six 
Philadelphia newspapers 
select the girl who will 
be the hostess of the an- 
nual convention of Na- 
tional Association of In- 
surance Agents. The plan 
calls for all photographs 
to be arranged in one 
room, bearing no names 
or addresses—simply a 
description of the girl 
and a number. The 
judges will then vote for 
the particular number 
they prefer. After the 
number has been selected 
they will then be told 
from what city they have 
selected “Miss _ Insur- 
ance.” 

There is also a possi- 
bility that “Miss Insur- 
ance” and her chaperon 
will be flown to Philadel- 
phia in an autogiro from 
the Pitcairn Aircraft Co., 
landing in the center of 
the city and perhaps be- 
ing taken to meet the 
Mayor on their arrival. 











Agents of Mutual Co. 
Give Financial Aid 

LANSING, MICH., Aug. 16— 
Agents of the Citizens Mu- 
tual Automobile of Howell 
have come to the defense of 
the carrier, which was threat- 
ened with the necessity of an 
assessment on policyholders, 
and have volunteered a cash 
contribution sufficient to over- 
come an impairment revealed 
through a departmental ex- 
amination. 

The amount subscribed by 
the agents and certain officers 
of the mutual was not re- 
vealed by department officials, 
who have approved the plan, 
but it is generally believed to 
be a considerable sum. It 
was learned that some of the 
agents came forward volun- 
tarily with offers of assistance 
amounting to $2,500 or more. 

The impairment, Commis- 
sioner Charles D. Livingston 
said, was due to depreciation 
in securities values and the 
contribution is sufficient to 
overbalance this shrinkage. 
The commissioner praised the 
agents’ loyalty. 

The company has approx- 
imately 35,000 policyholders 
in the state. 


Fire Insurance 
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Would Eliminate 
All Poor Agents 


Florida Commissioner 
Advises on License 





Requirements 

W. V. Knott, state treas- 
urer and insurance commis- 
sioner of Florida, has sent 
to companies and_ general 


agencies a letter regarding 
applications for licenses for 
new and renewals, 
for the year beginning Oc- 
tober 1, 1932, in which he 
urges that they give special 
attention to any part-time 
agents to determine whether 
they are in fact ac- 


agents, 


or not 


tively engaged in the insur- 


ance business as a principal 
occupation, intending in good 
faith to serve the public in 
this capacity. He urges that 
any agents who may desire 
licenses for the purpose of 
absorbing premiums on lines 
controlled personally or 
through family or business 
connections be eliminated, as 
well as any one who other- 
wise evades the law against 
rebating or division of com- 
missions. 

He also says that while the 
not require com- 

report to the 
Insurance Department the 
termination of agency con- 
tracts or the reasons there- 
for, it will be helpful to the 
department if the companies 
will furnish this information 
when agencies are discon- 


law does 
panies to 


tinued. He says he would 
especially appreciate infor- 
mation in cases where an 
agency is discontinued for 


the practice of rebating or 
division of commissions con- 
trary to law; failure to com- 
ply with the statutes gov- 
erning the insurable value 
and coinsurance’ clauses; 
willful or negligent over-valu- 
ation of properties covered; 
taking of prohibited risks, 
or willful failure or refusal 
to cancel or reduce outstand- 
ing policies in accordance 
with proper instructions from 
the companies; gross errors 
in the issuance of policies, 
tending to injure the com- 
panies or the insurors; falsi- 
fication of daily or other 
reports to the companies or 
general agents; taking credit 
for refunds not made to 
policyholders; failure to give 
policyholders proper credit 
for payments; misappropria- 
tion of funds, or failure to 
account satisfactorily for col- 


Fire Insurance 





Boston Fire Premiums 


For the first six months 
of 1932 fire and sprinkler 
leakage premiums writ- 
ten on risks in Boston 
were 17 per cent 
than for the same period 
last year, as reported to 
the Boston Protective De- 
partment. The total for 
the first half of 1932 
was $3,077,109, compared 
with $3,713,103 for the 
first six months of 1931. 
Stock companies reported 
$2,887,270 and mutuals 
$189,839. 


less 











Reciprocal Exchanges 
Registered in Canada 


OTTAWA, CANADA, Aug. 15 
—Certificates of registration, 
under the Foreign Insurance 
Companies Act of 1932, to 
transact fire and tornado in- 
surance in Canada, have been 
received by the Manufac- 
turers Lumbermen’s Under- 
writers, of Kansas City, Mo., 
the Inter-Insurers Exchange, 
the Underwriters Exchange 
and the Lumbermen’s Under- 
writing Alliance. Canadian 
chief agents have been ap- 
pointed as follows: Manufac- 
turers Lumbermen’s’' Un- 
derwriters, 
Teronto; Inter-Insurers 
change, Underwriters Ex- 
change and Lumbermen’s 
Underwriting, Alliance, L. 
D. Payette, Toronto. 


National Union Fire 

The proposal of the di- 
rectors of the National Union 
Fire Ins. Co., of Pittsburgh, 


to reduce the capital to 
$1,000,000 and to transfer 
$1,650,000 to surplus has 


been approved by the stock- 

holders. 

R. P. Barbour at the Coast 
C. E. Allan, of Goodwin & 

Allan, managers of Northern 

Assurance, St. Paul Fire and 

Marine, and three other com- 


| new 





New Jersey News and Comment 








As a result of the prevail- 
ing depression, which has 


| affected insurable values, and 


the thoughtfulness of the 
chairman of the finance com- 
mittee of the Hackensack 
Board of Education, a saving 
of more than $750 per annum 
in fire insurance premiums 
on school buildings and con- 
tents has been secured. A 
appraisal was 
which showed a reduction of 


| $446,000 in aggregate valua- 


tion as compared with former 
estimates. 


x * * 


The members of the Tea- 


neck Fire Department are 


A. C. Manbert, | 
Ex- | 


panies in San Francisco, has | 


been discussing business mat- 
ters 


United States manager of 


with R. P. Barbour, | 


Northern Assurance, who has | 


been away from his 
York headquarters for sev- 
eral weeks. Mr. Barbour is 
on his annual visit to the 
Pacific Coast territory. 


lections, and such other il- 
legal or improper acts as 
may bring into question the 
right of the agent to con- 
tinue in the insurance busi- 
ness. 


New | 


about to inaugurate a check- 
up on the fire insurance car- 
ried on all buildings and their 
contents. Its purpose will 
be to determine how much of 
such insurance has_ been 
placed in companies not or- 
ganized under laws of the 
State. The law, in effect for 
many years, provides that or- 
ganizations known as 
men’s Relief Associations are 
entitled to collect two per 


made | 


| tion. 


| president of the new organ- 


Fire- | 






cent on premiums written 
and received by non-State 
companies. It is claimed that 





there are agents and brokers 
who have been lax in the past 
in making proper returns in 
this connection and it is for 
that reason that the canvass 
has been projected. 












~ * * 
The Bogota Paper and 
Board Company of Bogota 






will be reorganized, under the 






laws of Delaware, with a 
corporate title of Bogota 
Paper and Board Corpora- 









The plant will be en- 
larged and the corporation 
expects to increase its opera- 
tions by the development of 
additional commodities and 
by a wider distribution of op- 
erations. Frederick G. Becker, 











ization, is widely known in 
western paper circles. 
* a * 

Last week traffic on the 
George Washington Bridge 
hit a new high record when 
75,447 automobiles paid tolls 
to cross the big span. 
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the new P. F. & M. Com- 
prehensive Automo- 
bile Policy helps create 


appreciative, loyal clients. 
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New Slogan for 


Agents’ Convention 


"Keep Thy Business and 
Thy Business Will Keep 
Thee" 


PHILADELPHIA, Aug. 16— 
The present trend in the in- 
surance business toward a 
decrease in commissions will 
be one of the subjects to come 
up for action at the annual 
convention of the National 
Association of Insurance 
Agents in Philadelphia, Sept. 
90-23. With lowered commis- 
sions already put into effect 
on several lines and decreases 
contemplated in various terri- 
tories on fire business, the 
subject is naturally of the ut- 
most importance today to all 
agents everywhere. 

Another important subject 
which will come up for action 
will be that of non-policy 
writing agents, which has 
been a sore spot in field for 
the past several years. The 
agents feel now that the time 
has at last arrived when defi- 
nite steps can be taken to- 
ward the elimination of this 
evil. 

The business sessions of 
the convention will find a dis- 
cussion of closer cooperation 
between the agents and the 
companies tending toward a 
solution of their mutual prob- 
lems. It will undoubtedly be 
the first time in the history of 
the Association that such a 
discussion with both the 
agents and the companies set- 
ting forth their viewpoints 
has ever been held. 


Arson Ring Active at 
Houston, Texas 

DALLAS, TEXAS, Aug. 15— 
The arson rings at Houston, 
Texas, have become so active 
that the district judges are 
charging the grand jury to 
pay strict attention to inves- 
tigation of incendiary fires. 
A few days ago a district 
judge warned the grand jury 
that an arson ring existed in 
Houston and that the burn- 
ing for profit had reached 
such proportions that it must 
be stamped out, and the only 
way to stamp it out is by in- 
dictmerts, jury convictions 
and sentences in the peniten- 
tiary. Houston fire losses so 
far this year approximate the 
million mark, and it is said 
by insurance men and civic 


| workers that arsonists are to 


blame for the situation. 


The convention committee 
has adopted a new slogan for 
the convention — one 
may be reflected in an elec- 
tric sign in the lobby of the 
convention hotel, the Benja- 
min Franklin. It is “Keep 
thy business and thy business 
will keep thee.” 


Change of Date 

Discovering that the date 
already set for the golf tour- 
nament interfered with the 
business sessions of the an- 
nual convention, the golf 
committee has changed the 
date of the tournament from 
Thursday morning, Septem- 
ber 22, to Tuesday afternoon, 
September 20. The tourna- 
ment will be held at the 


Huntingdon Valley Country 
Club and there will be a num- 
ber of prizes awarded. 


which | 


| savings 


Plan for Policies 


Assigned to R.F.C. 


(Concluded from page 28) 


terest of the mortgagee hav- 
ing been assigned to the Re- 
construction Finance Cor- 
poration will be protected by 
the company. 

“We suggest that com- 
panies file with the Recon- 
struction Finance Corpora- 
tion, Washington, D. C., an 
agreement in the form at- 
tached, under which they 
will agree that the assign- 
ment of the mortgagee in- 
terest shall not operate to 
impair or invalidate the con- 
tract. This matter should 
have prompt attention.” 

The form of agreement 
suggested by Mr. Doyle is as 
follows: 

“Agreement in Respect of 
Policies Assigned to Protect 
the Interests of the Recon- 
struction Finance Corpora- 
tion. 

“Whereas, the Reconstruc- 
tion Finance Corporation 
may, in its discretion, require 
policies of insurance to be 
assigned to it as a pledge as 
security for loans made by 
the Corporation to _ banks, 
banks, trust com- 
panies, building and loan as- 
sociations, etc., which may 
from time to time involve 
policies issued by this com- 
pany, it is hereby agreed: 

“That this company waives 
any requirement of notifica- 
tion by the Reconstruction 
Finance Corporation of its 
interest in any policy issued 
by this company, and the in- 
terest of the Reconstruction 
Finance Corporation _ shall 


31 


Fire Losses in Canada 

The Monetary Times esti- 
mates fire losses in Canada 
during the week ended 
August 10, 1932, at $467,900, 
as compared with $406,200 
for the previous week, and 
with $411,600 for the corre- 
sponding week of last year. 
Fire losses since the first of 
the year to August 10 totaled 
$18,115,715, as compared with 
$27,672,835 for the corre- 
sponding period of last year. 
not invalidate such 
policy; 

“That in the event the Re- 
construction Finance Corpo- 
ration notifies this company 
in writing, or by telegraph 
confirmed by writing, at its 
home office, of an interest in 
a particular policy or con- 
tract, then this company 
shall, after the time of re- 
ceipt of such notice, recog- 
nize such interest, and loss, 
if any due under the terms 
and conditions of the con- 
tract, shall be payable to the 
Reconstruction Finance Cor- 
poration as interest may ap- 
pear; 

“Provided, that in the ab- 
sence of written notice to 
this company at its home 
office setting forth the in- 
terest of the Reconstruction 
Finance Corporation in any 
policy, this company shall 
not be obligated to recognize 
the interest of the Recon- 
struction Finance Corpora- 
tion. 

“This agreement may be 
cancelled by this company 
upon giving 60 day’s written 
notice to the Reconstruction 
Finance Corporation of its 
intention so to do.” 


any 
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AST weekend I was lazying on the 
pleasure boat 


forward deck of a 
cruising about Long Island Sound when 
my host suddenly announced that the 
wind had changed. The extreme gravity 
of the remark and the anxiety with 
which he scanned the skies immediately 
aroused my interest. I had been aware 
of a brisk breeze, but being a landlubber 
and completely ignorant in ways of the 
sea the wind was just one of the things 
that be and its coolness something 
foreign and nice. The sky was a bit 
overcast and my attention was directed 
to the eastern horizon which was pro- 
nounced threatening. We were in for 
an easterly and the skipper began a 
hasty retreat to our sheltered harbor. 
There was a storm sure enough and we 
reached the home moorings just in time. 

ISCREETLY shielding my ignor- 

ance, I maneuvered the conversa- 
tion around to weather conditions on 
the Sound and learned that things did 
become quite rough at times. I was told 
of the wreck of my host’s first boat, 
which was dashed against a breakwater 
off the Connecticut coast. The storm 
broke in the middle of the night and 
wrenched the anchor loose. My holiday 
threatened to become of the busman 
variety when I brought up the subject 
of insurance. I was a marked man, 
however, and beyond saying that his 
insurance made possible another boat, 
my host would give me no satisfaction. 


* * * 


NLAND, one might say that economic 
| and social trends are the wind and 
newspapers are the skies that we scan. 
It is as important to keep an eye on the 
news in the cities as it is for a seaman 
to watch the weather. Generally the 
newspapers are as reliable as the skies. 
They not only tell what has happened 
but forecast what is to come. One can’t 
overestimate the value of these fore- 
casts. It has been said that a prophecy 
is usually fulfilled by the will to make 
it come true. Just as clouds are formed 
by existing conditions so are authorita- 
tive prophecies in the newspapers. It is 
up to the man in the street to keep his 
weather eye cocked to current trends 
in the news and to lay his course ac- 
cordingly. With the insurgnce man 
it is his trade paper that keeps him 
informed. If he reads that the storm 
is over he will not waste profitless days 
in the harbor but will begin planning 
a voyage and make the most of favor- 
able conditions. 


Casualty, Surety, Etc. 


vy PEOPLE anp 





IN CASUALTY INSURANCE 


Maes casualty insurance 
executives in New York, inter- 
rogated on the current rise in the 
security market, express satisfac- 
tion over the psychological stimu- 
lus to general business which the 
market activity is likely to afford, 
but few profess to see any im- 
mediate effect on premium pro- 
duction. Events of the past month 
have been welcomed chiefly in the 
comptroller’s office where the head- 
aches have been most severe dur- 
ing recent years. Although in such 
cases where it was possible, com- 
panies have long since cleared their 
portfolios of a preponderance of 
common stocks, many were forced, 
under the conditions, to hold 
grimly on and hope for a change 
in the abnormally low prices. The 
pressure in such offices as this 
situation existed has been notice- 
ably eased, and it is even reported 
that plans for mergers and rein- 
surance deals, which were contem- 
plated in some quarters, have been 
held up or discarded following the 
demonstration of what the market 
can do. * * * 


_— surety offices, 
however, expect to get some im- 
mediate business out of the Wall 
Street push. The marked increase 
in trading has naturally effected 
some sizable reemployment in the 
stock exchange offices, most of 
them eligible for bonding. Indica- 
tive of this condition is a letter sent 
to a number of financial houses 
over the signature of William B. 
Joyce, chairman of the board of 
the National Surety Company, 
which says in part: 

“The very welcome and long 
looked for return of trading activ- 
ity has so increased the demands 
on brokerage firms that it has been 
necessary for them to materially 
increase their staff of employees. 

“While our records indicate that 
many firms are reemploying those 
formerly connected with them, it is 
also evident that in many instances 





men who are strangers to the or- 
ganization are being added. Per- 
mit us to observe that you should 
be especially careful about these 
strange employees and have them 
first thoroughly investigated by 
your Insurance company. 

“Because of the comparative in- 
activity of the recent market, many 
firms have seen fit to reduce their 
coverage and we urge upon such 
that they consider well the advis- 
ability of restoring their protection 
to its former amount.” 


*~ * * 


ete H. Vaughan, 


who comes to the New York office 


of the Aetna Life and affiliated 
companies to manage its water 
damage, sprinkler leakage and 


combination residence department, 
will be recalled as a former man- 
ager of these lines in New York 
for the Aetna Casualty & Surety. 
He was transferred to the home 
office in 1923 where he was assist- 
ant to D. G. Stone, secretary of 
the company and chief of that de- 
partment. Mr. Vaughan, therefore, 
comes down from Hartford with 
added background in his specialty. 


* * * 


H undreds, probably 


thousands, of Travelers men know 
and like Louis N. Denniston, and 
not a few of them took occasion 
last Monday to congratulate him 
upon the fact that the day marked 
the completion of thirty years with 
the Travelers. He joined the 
company as a special agent in 1902. 
The next year he was selected to 
assist in the organization of a 
school for the training of agent 
men for field supervisory work. 
He developed courses in casualty, 
accident and life insurance. The 
school was the first of its kind in 
the insurance business. Its fame 
became widespread and Mr. Den- 
niston was its head for more than 
25 years. 
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Says N. Y. Dept. 
Costs Can’t Be Cut 


Budget Director Holds 
Economy Moves 
Would Curtail Stand- 


ard of Service 

Mark Graves, budget direc- 
tor of the state of New York, 
declared in a radio address 
from Albany last week that 
expenses of the insurance de- 
partment cannot be cut if the 
desired efficiency and service 
of the department is to be 
maintained. Mr. Graves’ talk 
was one of a series on State 
finances inaugurated sume 
time ago by the governor of 
New York State, Franklin D. 
Roosevelt. 

About one-fourth of the 
$200,000 increase in the an- 
nual net cost of the Insur- 
ance Department payable 
from taxes, the director de- 
clared, is due to the addition 
of two new functions, the fix- 
ing of insurance rates, and the 
licensing of insurance brokers. 





Unpaid Earned Pre- 
miums 

The Central Bureau re- 
ports unpaid earned pre- 
miums for March by 
casualty companies of 
$175,172, an increase of 
$138,279 over those of 
March, 1931. 











“Since the state collects near- 
ly $555,000 a year in licenses,” 
he pointed out, “it would be 
anything but economy to save 
that $50,000. The remaining 
$150,000 of increase is at- 
tributable to the rapid growth 
of insurance companies dur- 
ing the past decade. Should 
the state save $150,000, or 
any part thereof, by return- 
ing the standards for the ex- 
amination of insurance com- 
panies, the determination of 
their solvency, the fairness of 
their rates, and the enforce- 
ment of laws against unfair 
competition, to the 1922 level? 
It will not be possible both to 
retain present efficiency of in- 


surance regulation and to re- 


duce cost.” 








International Association 
of Ins. Counsel Annual 


The annual convention of 
the International Associa- 
tion of Insurance Counsel 
will be 
brier Hotel, White Sulphur 


| 


held at the Green- | 


Springs, W. Va., September | 


8 9 and 10. Mr. 


Ed- | 


win A. Jones, president of | 


the association, with 
executive committee, is plan- 
ning a 
with eminent 
will address the convention. 
Among the speakers who 
have already signified their 
intention of addressing the 
convention are: Alfred M. 


the | 


splendid program | 
lawyers who |} 


Best, of New York City, on | 


“Merging, 


Refinancing of 


Purchasing and | 
Insurance | 


Companies” ; John G. McKay, | 
Miami, Florida, on “Prefer- | 


ence of Deposits of Trustees 
in Bankruptcy in State 
Banks,” and Hal C. Thur- 
man, of Oklahoma City, 
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Okla., on “Liability on Fidel- 
ity Insurance Contracts 


Named Insurance.” 
Other speakers who will 
address the convention and 


whose subjects have not been | 
announced are as follows: | 


Hon. H. B. Lee, Attorney- 
General of West Virginia; 
Hon. John C. Kidd, insur- 


ance commissioner of Indi- | 
K.C., | 


ana; C. P. Beaubien, 
of Montreal, Canada, and F. 


Robertson Jones, manager of | 
the Association of Casualty | 


and Surety Executives, New 
York City. 

On Thursday night, Sep- 
tember 8, a dinner dance 
has been arranged and on 


the following afternoon the | 


annual golf tournament will 
take place. 
the association are anticipat- 


ing a very large attendance. | 


in | 
Excess of the Amount of the | 


The officers of | 


N 


AN 


NDING —MISCELLANEOUS 


R. J. Sullivan Tells Why 
Comp. Rates Are Raised 


Travelers Executive Outlines Causes Contributing 
to Enormous Underwriting Loss; Justifies Sliding 


Scale of Commissions 


An important statement, which reviews the situa- 
tion existing in the workmen’s compensation field 
and justifies the rate increases approved by Clar- 
ence Hobbs of the Nationa! Council, and the sliding 
scale of commissions which the stock companies 
advocate, has been issued by R. J. Sullivan, vice- 
president of the Travelers Insurance Company. 
This statement, sent to Travelers representatives 
and others interested in workmen’s compensation 
insurance problems, is regarded as an authoritative 
explanation of the company viewpoint due to Mr. 
Sullivan’s prominence in the long series of confer- 
ences which the stock companies have been holding 
in an effort to arrive at a plan which will relieve 
them of the heavy losses suffered in compensation 
underwriting and will, at the same time, conform 
to the demands of acquisition economy laid down 
by the National Convention of Insurance Com- 


missioners. 
After reviewing the causes 


contributing to the enormous | 
| underwriting losses the car- | 
| riers have experienced, not- | 
ably the reduction in wage | 


scales, and the decision of 
Clarence Hobbs, he says: 

“Reduction in rate 
wages, 
factor, is not the only one 
which has adversely affected 
the loss ratio. 
be cited as follows: 

1. The propensity of many 
injured employees, in- 
fluenced by the knowl- 
edge that there is no job 
awaiting them upon re- 
covery, to protract the 
period of disability and 
thus convert workmen’s 
compensation 
into unemployment 
surance. 

2. Mechanization of indus- 
try—which reduces the 
payroll upon which the 
premium is based and 
produces greater sever- 
ity of accidents. 

3. Greater use of piece 
work as remuneration— 
thereby placing pressure 


of 


upon the employee for | 


~ 
@-—— 


while the principal | 


Others may | 


insurance 
in- | 


production and increas- 
ing his liability to acci- 
dent. 

. A markedly increased 
tendency on the part of 
administrative bodies to 
show leniency to the 
claimant at the expense 
of the employer and in- 
surance carrier. 

“It will be noted that these 
elements are beyond the con- 
trol of the companies; and 
while some of them have been 
present in the period covered 
by past experience, yet the 
influence of these elements 
has been so intensified in the 
immediate past and at the 
present time as to exercise an 
influence way beyond that 
which is reflected in the avail- 
able experience. 

“In some states it is an in- 
novation for the carriers to 
apply increased rates to exist- 
ing business; but here again 
we are confronted with a con- 
dition so abnormal and so 
serious as to call for unusual 
treatment, a condition recog- 
nized by the Insurance Com- 
missioners in the resolution 

(Concluded on page 34) 
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"Lie Detector" Will 
Be Demonstrated 


Feature of Int. Claim As- 
sociation Annual 
Convention 


The annual convention of 
the International Claim Asso- 
ciation will be held September 
12-14 at the Greenbrier Hotel, 
White Sulphur Springs, 
W. Va. W. J. Hargrave, 
chairman of the program 
committee, has secured two 
more speakers of prominence, 
R. W. Shackleford and Dr. 
Leonarde Keeler. Mr. Shack- 
leford, who is connected with 
the law firm of Shackleford 
Ivy, Farrior and Shannon of 
Tampa, Florida, will read a 
paper entitled—“History and 
Legal Aspects of Suicide.” 
For a number of years he has 
been devoting almost all of 
his time to insurance and 
negligence practice, doing all 
the trial work for his firm, 
and was recently appointed 
Editorial Associate of the /n- 
surance Claim Journal, pub- 
lished in Washington, and is 
also associated with the In- 
ternational Association of 
Insurance Counsel. 

Dr. Leonarde Keeler, psy- 
chologist, who is connected 
with the Scientific Crime De- 
tection Laboratory of the 
Northwestern University of 
Chicago, will speak on “Sci- 
entific Crime Detection Meth- 
ods and Demonstration of the 
Polygraph.” Dr. Keeler de- 
veloped and perfected the 
machine known as the “lie 
detector,” which records emo- 
tional reactions following 
questions which are answered 
untruthfully. He will give a 
demonstration of this ma- 
chine with its possible appli- 
cation to insurance work. 

The Hon. William G. Con- 
ley, Governor of West Vir- 
ginia, will extend the greet- 
that State to the 
of the convention 
morning, Sep- 





ings of 
members 
on Tuesday 
tember 13. 


Will Enter Three States 

INDIANAPOLIS, IND., Aug. 
16—A program for expand- 
ing the Physicians Protective 
Casualty Company, Indian- 
apolis, writers of accident 
and health insurance, has 
been announced. The com- 
pany plans to enter Michigan, 
Minnesota and Georgia. It 
now operates in Indiana, 
Ohio and Missouri. The 
premium income of the com 
pany thus far this year is 40 
per cent greater than that of 
the same period last year. 
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Miss Dallas Insurance 


for N.A.I.C. Meeting 


Texas Association Picks Miss 
Mathews and Five 
Maids of Honor 


DALLAS, TEXAS, Aug. 16— 
At the annual picnic of the 
Dallas Insurance Agents As- 
sociation at Kidd Springs a 
few days ago Miss Kathryn 
Mathews was selected as 
Miss Dallas Insurance, the 
official hostess for the annual 
convention of the National 
Association of Insurance 
Commissioners to be _ held 
here Oct. 17 and 18. Miss 
Mathews comes from the of- 
fice of Charles L. Dexter, and 
her selection was based on 
pulchritude, tact and grace, 
the last two qualities sharing 
equally with the first. 

Five maids of honor were 
selected by the committee 
which picked Miss Mathews | 
as the official hostess. They 
are Miss Mary Scruggs of 
Seay and Hall; Mrs. Fay 
Large of Charles L. Dexter; 
Mrs. Gladys Blake of N. E. 
Mittenthal & Son; Miss Rita 
Brady of Seay and Hall, and 
Miss Ouida Wilbanks of the 
S. R. Hughes Company. Pic- 
tures of Miss Mathews were 
sent to Philadelphia for com- 
petition in selection of Miss 
Iusurance for the National 
Association meeting. 

A contest which interested 
the mere males at the picnic 
was the watermelon eating 
fest. The prize was won by 
E. Burton Knight, who con- 
tinued eating after all other 
insurance men fell by the 
wayside. He then took on a 
couple more slices of melons 
to prove he had won fairly. 
More than 200 persons, in- 
cluding the leading insurance 
agents in the city, attended 
the picnic. 


U. S. F. & G. Changes 


BALTIMORE, Aug. 17—E. 
Asbury Davis, president of 
the United Statés Fidelity 
and Guaranty Company, an- 
nounces the following changes 
effective Aug. 15: M. Bar- 
ratt Walker, for a number of 
years in charge of the claim 
department at the home 
office, has been promoted to 
the position of executive vice- 
president. Hugh D. Combs, 
in charge of the New York 
City claim department will 
be brought to the home office 
as general superintendent of 
all claim departments. He 
will be succeeded by Ray L. 
Walker, who is being trans- 
ferred from St. Louis. 








Why Rates Are Raised 


(Concluded from page 33) 





heretofore quoted and read- 
ing in part’ ‘The National 
Convention of Insurance 
Commissioners believe that 
emergency warrants an im- 
mediate and general increase 


in compensation rates.’ Pur- 
chasers of workmen’s com- | 
pensation insurance have 


been getting their protection 
at substantially less than 
cost for a long term of years. 
It follows that the con- 
tinuance of the protection 
which is required by the em- 
ployer—and which is so im- 
portant to his employees— 
can only be guaranteed by 
establishing the rates at a 
point which will meet the 
bill.” 

In the matter of acquisi- 
tion cost and the proposed 
sliding scale of commissions 
Mr. Sullivan says: 

“In their consideration of 
the general subject, the In- | 
surance Commissioners point- 
ed out to the companies that 
while their necessities were 
great, so too were the neces- 
sities of the employers, and 
the companies were definitely 
told that costs must be re- 
duced—that rates which pro- 
vided increased remuneration | 
to agents per $100 of pre- 
mium would not be approved. 
In pursuance of this man- 
date, the companies conferred 
with committees representing 
the agents and found a gen- 
eral disposition to accept this 
mandate as reasonable; but 
considerable difference of 
opinion developed between the 
agents themselves as to the 
manner in which the man- 
date should be made effective. 
Some agents argued for a 
level reduction in acquisition 
cost; others subscribed to the 
graduation principle, namely, 
that 
paid on premium in the high- 
er brackets than in the lower 
brackets. In the end the 
companies presented a plan 
of graduation which contem- 
plated that the present total 
acquisition cost of 17% per 
cent should be maintained on 
all premiums up to $1,000. If 
the premium for an _ indi- 
vidual risk was in excess of 
$1,000, then the total acquisi- 
tion cost applicable to the ex- 
cess would be 10 per cent. 

“In maintaining the pres- 
ent total acquisition cost for 
all premium earned up to 
$1,000 the companies gave 

recognition to the fact that 
94 per cent of all risks writ- 





a lesser commission be | 


ten by stock companies car- 
ried an annual premium of 
$500 or less—which is an- 
other way of saying that the 
mass of producers handle 
risks with annual premiums 
of less than $1,000. It was 
the view of the companies 
that on risks of this class the 
agents earned every dollar 
they received and that it 
would be unjust to propose or 
passively accept a plan which 


| would reduce their remunera- 


tion on such risks. On the 
other hand, the companies 
know from bitter experience 
that employers who are con- 
fronted with a_ substantial 
premium are no longer will- 
ing to pay what they regard 
as an excessive overhead. 
Hence, to the disadvantage 
of producers as well as com- 
panies, too many employers 


—representing risks of de- 
sirable class—have trans- 
ferred their insurance to 


mutuals, state funds, or have 
even undertaken to insure 
themselves. To overcome 
this loss to producers and 
companies by reducing the 
cost to the purchasers, and 
thus minimizing the com- 
petitive element, the plan 
which has been made effec- 
tive provides that a discount 
of 12% per cent in the pre- 
mium will be made to the em- 
ployer on the premium 
earned in excess of one thou- 
sand dollars—this in  con- 
sideration of the reduction in 
acquisition and administra- 
tive expense. 

“From the standpoint of 
the producer as well as the 
company, it is regrettable 
that it should be necessary to 
increase the cost of compen- 
sation insurance at this time; 
but no agent or purchaser of 
compensation insurance, 
with the record of loss which 
the companies have sustained 
before him, can fail to recog- 
nize the justification of the 
increase — particularly since 
the increase is not calculated 
to recoup the losses of the 
| past but merely designed to 
prevent further loss.” 


Alabama Rate Raise 


BIRMINGHAM, ALA., Aug. 
16—An application to raise 
compensation rates in Ala- 
bama an average of 9.2 per 
cent over present rates has 
been filed with the State In- 
surance Bureau by the Na 
tional Council on Compensa- 
tion Insurance. 
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New Manual for 
Liability Insurance 


National Bureau Issues 


First Revised Edition 
in Seven Years; ‘'Per- 
sonal Liability" De- 
scribed 


After six months of prep- 
aration a new manual for 
liability insurance has been 
by the National 
of Casualty and 
Underwriters. It is 


issued 
Bureau 
Surety 


the first completely revised | 
and rewritten manual to be | 


issued since 1925, and repre- 
sents more than two years of 
study and research on the 
part of company and bureau 
experts under the direction of 
Manager Milton Acker of the 
compensation and _ liability 
department of the Bureau. 
The new manual became ef- 
fective Aug. 15. 

Smaller both in page and 
type size, the new manual 
contains scores of new and 
revised underwriting rules 
and classifications, and some 
new rate schedules for the 
several lines of miscellaneous 
liability coverage other than 
automobile which come under 
the jurisdiction of the Na- 
tional Bureau. Since no re- 
prints of the old manual have 
been issued for two years, it 
embodies all of the important 
changes and additions which 
have developed during that 
period. 

Every effort to clarify, 
simplify and abbreviate the 
text has been made for the 
convenience of agents, brok- 
ers and underwriters. Repe- 
tition which occurred in the 
old manual does not appear 
in the new, and this is strik- 
ingly apparent in the general 
rules section. This chapter, 
the first in the new manual, 
includes such explanations 
for all lines of liability insur- 
ance as scope of coverages, 
exclusions, additional inter- 
ests, length of policy periods, 
minimum premiums and can- 
cellations. This information 
is presented in one complete 
chapter, and is not repeated 
for the various lines as it was 
formerly. 

A number of new classifi- 
cations of various lines have 
been established, particularly 
m the elevator and owners’, 
landlords’ and tenants’ sec- 
tions of the manual. 

In the past there have been 
no classifications or rates for 
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“Sell, or Be Sold Out,” R. H. 
Thompson Warns Agents 


BALTIMORE, Aug. 15—Sell, 
or be sold out, is the moral of 
a letter entitled “Renewed 
Selling” just sent out by 
Richard H. Thompson, vice- 
president of the Maryland 
Casualty Company. 

In his letter to agents of 
the company, Mr. Thompson 
says: “Stop simply mailing 
out your renewals as you 
used to—the insured will ap- 
preciate a call from you—or 
from someone else—and if 
you don’t call, the chances 
are that ‘someone else’ will, 
and will get your business. 
These days in every other 
line of business an old cus- 


| tomer is considered a price- | 


less possession, somebody to 
serve to the limit. Thou- 


| sands of renewals are being 


lost to agents these days be- 


| 


} 
| 


cause of lack of renewed 
selling. 

“To renew a policy before 
it has lapsed is much easier 
than to reinstate it after it 
has lapsed. The canvass to 
resell must be just as care- 
fully planned as the inter- 
view to make the original 
sale. 

“Also remember that when 
you sell a man an automo- 
bile, an accident or a bur- 
glary policy, for 
that he has more money to 
invest in insurance, and it’s 
your job for his sake, for 
your sake and for our sake 
to get it so invested. 

“This opportunity is being 
wasted by agents everywhere 
—the opportunity to close 
orders that you might have 
had if you had only asked for 
them. Sell, or be sold out.” 














contractual liability insur- 
ance. In the new manual 
these classifications have been 
established, and rates have 
been included for coverage in 
connection with railroad side 
track agreements involving 
the National Industrial Traf- 
fic League liability clause. 
Among the more important 
changes in the elevator sec- 
tion of the new manual are 
the clarification of the defini- 
tions of various types of ele- 
vators and the inclusion of 
definitions for double-decked 
and dual elevators. For the 
first time special classifica- 
tions and rates have been set 
up for double-decked eleva- 
tors operating in office and 
bank buildings. The list of 
approved elevator interlock- 
ing devices previously in- 
cluded in the manual has been 
discontinued. It was felt that 
this information is of partic- 
ular importance to company 
engineers and inspectors, and 
a new list bringing this in- 
formation up to date is be- 
ing prepared for distribution 
in separate pamphlet form. 


| 


An important addition has | 


been made to the manufac- 
turers’ and contractors’ sec- 
tion in the establishment of 
a general rule which clearly 
defines the coverage contem- 
plated by the payroll rates 
for the transportation of con- 
tractors’ equipment and ap- 
pliances from one location to 
the other. 

Several important develop- 
ments have been made in the 
owners’, landlords’ and ten- 


ants’ chapter of the manual. 
A new type of coverage 
known as “Personal Liability” 
which was developed some 
time ago is described. This 
insurance provides an indi- 
vidual with coverage for his 
liability for his personal acts 
or activities resulting in bod- 
ily injuries or property dam- 
age suffered by any person 
or persons other than em- 
ployees. It protects the as- 
sured against liability arising 
out of the ownership of a pri- 
vate residence or estate, 
against liability arising out 
of participation in sports or 
for various other personal 
acts. 

However, it excludes all lia- 
bility arising out of the as- 
sured’s business or occupa- 
tion, all liability specifically 
excluded under the residence 
and estate and sports cover- 
ages, and liability with re- 
spect to any dog owned by 
the assured. The policy cov- 
ers the liability of both hus- 
band and wife living in the 
same household with respect 
to all coverage written in 
the policy and also covers 
their liability arising out of 
accidents caused by their 
minor children, so far as such 
accident would be covered un- 


der the policy if caused by | 


the husband or wife. Op- 
tional coverages under this 
policy include dog liability, 
saddle animal liability, liabil- 
ity of minor children, resi- 
dences, private garages or 
stables at locations other than 
the principal residence, em- 
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instance, 


New Bonding Ordinance 
for St. Louis 


St. Louis, August 16— 
Mayor Victor J. Miller 
of St. Louis, Mo., has 
signed a new city ordi- 
nance which provides 
that all officers and em- 
ployees of the city whose 
duties include the han- 
dling of funds of city 
must execute bond to the 
city in amounts the city 
comptroller shall find to 
be necessary and in such 
form as approved by the 
city counselor and with 
such surety as shall be 
approved by the comp- 
troller. All premiums on 
the bonds will be paid by 
the city. The purpose of 
the ordinance is to bond 
all officers and employees 
handling city funds not 
otherwise bonded by the 
provisions of the city 
charter or other existing 
ordinances. Included un- 
der the new bonding ordi- 
nance will be employees 
of the park department 
and the zoo, who handle 
funds in connection with 
refreshment concessions, 
restaurants, etc., in pub- 
lic parks. 











ployers’ liability or voluntary 
compensation. 

The rating of the premises 
hazard for automobile ga- 
rages, repair shops and sales 
and service agencies will in 
the future be written on a 
payroll basis instead of on 
area and frontage. 

There has also been an im- 
portant change in the rating 
of restaurant risks. The 
premises hazard exclusive of 
the food consumption hazard 
will be rated on an area and 
frontage basis. The cover- 
age for the food consumption 
hazard, both on and away 
from the premises, will be 
rated on a gross receipts 
basis. Previously area and 
frontage was the basis used 
for the entire risk. 

The underwriting rates for 
residence, estate and farm lia- 
bility have been completely 
rewritten and clarified. The 
coverage for employers’ lia- 
bility in connection with 
private residences and two- 
family dwellings is presented 
in detail. The new rates for 
this form of coverage has 
been set up for the first time 
on a per capita basis, the 
premium varying according 
to the number of residence 
employees and private chauf- 
feurs. 
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Agent’s View of 


Compensation Cut 


Chicagoan, Former 


Brokers Ass'n Presi-. 
Endorses Re-| 


dent, 
vised Commission 
Rate 


The stock company 
gram for workmen’s compen- 
sation rate revision receives 
the following endorsement of 
Chicago agent, an ex- 
president of the Insurance 
Brokers Association of that 
city, and now a Class 1 Agent 
of the Chicago Board of Un- 
derwriters. He believes that 
anything which will assist the 
stock companies to overcome 
the competition of other 
classes of carriers will bene- 
fit the agent. The increased 
premium volume will offset 
any reduction there may be 
made in commissions. His 
letter to stock company rep- 
resentatives received last 
week is as follows: 

Regarding revised rates, 
effective August 1, 1932, and 
revised commissions on risks 
where premium is in excess 
of $1,000, you undoubtedly 
have received many objec- 
tions to this revision. 

As to the increase in rates, 
we can readily see that with 
the payroll rate per hour re- 
duced that compensation 
rates should be increased. 
With regard to deduction in 
commissions, we have been 
preaching for years the prin- 
ciple that if we are to suc- 
cessfully compete with mu- 
tual and reciprocal, the stock 
insurance companies must 
cut down their overhead 
which, of course, includes ac- 
quisition cost. 


pro- 


one 


We like to receive just as | 


much commission as our com- 
petitors, but in the long run 


we can see that it is better | 


for all of us to take less com- 


mission, providing, of course, | 


the reduction in commission 
is reflected in a lower over- 
head for the insurance com- 
pany, that in the final 
analysis, by successfully com- 
peting with the mutuals, we 
can increase our volume suffi- 
ciently to off-set the reduction 
in commissions. 

In our humble opinion, the 
only reason that the mutuals 
and the reciprocals are on 
earth is because the stock 
company’s expense ratio was 
so high that it permitted the 
mutuals to take away the 
business and pay large divi- 
dends to the assured. 


so 
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Southern Agents Keen 


on Accident Prevention 

The South is awakening to 
the necessity for accident 
prevention and safety educa- 
tion. Insurance agents are 
enthusiastic over its possi- 
bilities both from a humani- 
tarian and an insurance point 
of view, and civic, municipal 
and state organizations are 


| ready and willing to promote 


and direct activities which 
will cut down the growing 
cost of automobile accidents 
and fatalities below the Ma- 
son-Dixon line, according to 
Dr. Herbert J. Stack, safety 
supervisor of the National 
Bureau of Casualty and Sur- 
ety Underwriters, who has 
just returned from a _ six 
weeks’ speaking tour of 
Texas, Louisiana, Mississippi, 
Alabama, Georgia and South 
Carolina. 

Commenting on the Drivers’ 
License Law problem, Dr. 
Stack declares that the law 
is one of the immediate needs 
of the Southern States. He 
urged the various State 
Agents’ Associations to be 
more active in supporting 
Drivers’ License Laws, which 
have been introduced recently 
in the legislatures in nearly 
every state. 


This movement of reducing 
commissions and reducing 
stock company overhead has 
been successfully worked out 
in connection with low fire 
insurance on sole occupancy 
sprinkler risks. The stock 
companies are now success- 
fully competing with the mu- 
tuals for this business, prin- 
cipally because they pay less 
commission to the agent or 
broker on this class of busi- 
ness. 

The writer is an ex-presi- 
dent of the Insurance Brok- 
ers Association and is now 


Class 1 Agent of the Chicago | 
Our | 


Board of Underwriters. 
business being 95 per cent di- 
rect business, makes us feel, 
even though we are agents, 


that our interest and the in- | 


terest of the insurance brok- 
ers are really identical. We 
think it is short-sightedness 


on the part of both agents and | 
|ing 35 per cent commission, 


brokers to fight the insurance 
companies for large commis- 
sions which necessarily in- 
creases their acquisition cost 


and which in turn permits the | 
the | 
stock companies because the | 
mutual’s acquisition cost is | 


mutuals to undersell 


so much less. 
Wouldn’t it be better for 


| all of us to do more volume 
| on a smaller margin and give 


Auto Up, Comp. Down 
For Lumbermen's Mutual 


Reduction in Employment 
and Wage Payment Cut 
Workmen's seca 
sation Premiums 


An 11.2 per cent increase 
in automobile insurance pre- 
miums for the first six 


months of 1932 over the same | 


period of last year was ex- 
perienced by the American 
Lumbermen’s Mutual Cas- 
ualty Company of Illinois, ac- 


cording to figures just re- | 


leased by James S. Kemper, 
president of the company. 
The Lumbermen’s has for 
several years led all Illinois 
insurance companies in pre- 
mium income, 

The increase in automobile 
premiums for the first six 
months was $815,821, and to- 
gether with gains in other 
departments was sufficient to 
absorb a reduction in com- 
pensation premiums and pro- 
duce total premiums for the 
six months of $9,749,149, a 
net increase of $680,157 or 
7.5 per cent over 1931. 

“Notwithstanding a record 
increase in the number of 
compensation policyholders,” 
said Mr. Kemper in comment- 
ing on the results, “our in- 
come in this department 
showed a substantial shrink- 
age from last year reflecting 
a continued reduction in em- 
ployment and wage payments 
by industry for the six 
months.” 


Capital Cut Approved 


Stockholders of the Manu- | 


facturers Casualty Ins. Co.,; pany has also set up a re 


of Philadelphia, have voted 
to affirm the recommendation 
of the board of directors that 


| the capital stock be reduced | 
from $2,500,000 to $1,000,- | 
| serves listed above, the com- 
| pany has set up a voluntary 


000. 








the mutuals a run for their 


off such a large per cent of 


|every dollar’s premium and 
permit the mutuals to wax | 
| strong and prosperous? Take | 
| for example, the automobile | 
fire and theft situation where | 


the stock companies are pay- 


how can we hope to compete 
with the Motor Clubs and 


high acquisition cost? 
To conclude, we wish to 


commend your action in es- | 


tablishing the principles of 
lower acquisition cost, lower 
overhead for the 
company and lower rates for 
the assured. 


| premiums 
| amounting to $878,003. Other 
| reserves include $592,120 set 
| aside for claims and $65,576 


insurance | 


Standard Surety Shown 
in Liquid Position 


Semi-Annual Statement Re. 
veals Cash and Government 
Bonds as Chief Assets 


The financial statement of 
the Standard Surety and Cas- 
ualty Company of New York 
as of June 30, 1932, indicates 
a very satisfactory liquid 
character in the assets of the 
company. Of the total ad- 
mitted assets, which on the 
basis of the New York Insur- 
ance Department valuation 
amount to $4,855,380, the 
largest individual item is the 
sum of $1,562,333 invested in 
United States government 
bonds. The company’s cash 
in office and banks also com- 
prises an important item 
amounting, as of June 30, 
1932, to $962,638. 

Other bond holdings of the 
company include $710,796 in 
municipal bonds, $246,658 in 
railroad bonds, $170,399 in 
public utility bonds and $29,- 
283 in miscellaneous bonds. 

The company’s investments 
in stocks are limited to $308,- 
960 in preferred stocks and 
$369,888 in common stocks. 

Other asset items are pre- 
miums in course of collection 
(not over ninety days) which 
amount to $477,267 and ac- * 
crued interest amounting to_ 
$17,158. 

Of the company’s liabilities 
the reserve for unearned % 


is outstanding, * 


for claim expenses. The com- * 


serve for commissions which- 
amourts to $101,999 and a 


| reserve for various other lia- 
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bilities amounting to $52,536. NSUTr 


In addition to all the re- 


contingent reserve of $605,- 


money than to try and grab 944. 


show 


The above figures 


| that the company stood at the 


half point of the year with 
a net surplus of $1,056,202. 
This amount plus the com- 
pany’s capital of $1,500,000 
gives the Standard Surety 
and Casualty Company 4&4 


| total surplus to policyholders 
| of $2,556,202. 
|other mutuals with such a | 


C. C. Rudibaugh, of 
Youngstown, Ohio, was elect 
ed president of the Ohio As- 
sociation of Insurancé 
Agents at the annual meeting 
held last week. W. H. Tom- 
linson was reelected secre 


| tary-treasurer. 
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